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STREET RAILWAY HAZARDS 


SOME INTERESTING LOSS DATA. 
‘Insurance Committee of American Elec- 
tric Railway Association Presents 
Report. 


Not the least interesting of the 
numerous reports presented by the 
standing committees of the American 
Electric Railway Association at its 
annual convention held at Atlantic City, 
N. J., last week, was that dealing with 
fire insurance. 

The Committee on Insurance, of which 
H. J. Davis is chairman, treated the 
swbject assigned it in a fair, frank and 
as comprehensive a manner as the in- 
sufficient data furnished it by the As- 
sociation members permitted, 

Because of the absence of anything 
approaching complete information the 
statistics compiled by the committee, 
together with the deductiong drawn 
therefrom must, perforce, be incon- 
clusive, affording merely indexes of 
general tendencies. 

In 1905, the committee reported, from 
data secured from over 400 street rail- 
way properties, the fire loss thereupon 
was found to be about ome-third of 
the premiums paid. 

“In 1907 the Association, at the re- 
quest of the committee, sent out a data- 
sheet asking for statistics for the 
period from 1901 to 1907, inclusive. The 
report of the committee in 1907 showed 
that only seventy-odd companies re- 
sponded. The replies showed insurance 
premiums of more than $3,000,000, and 
the return of 45 per cent. of the pre- 
miums for fire losses. These reports 
were not sufficient in number to indi- 
cate the average ratio of losses to pre- 
miums, but presumably the companies 
that sustained the heaviest losses re- 
turned the data-sheet, the losses of 
tiree companies alone exceeding $800,- 
000. After the convention, additional 
reports were received. Altogether, we 
had figures from ninety companies. 
They comprised premiums of $3,724,835 
on $342,893,377 of insurance, an average 
of $1.08 per $100; losses aggregating 
$2,152,696, and recoveries amounting to 
$1,587,623. The losses were 57.7 per 
cent, of the premiums, and the recov- 
eries 42.6 per cent. The losses were 
¢-10 of 1 per cent. of the total insur- 
ance carried, and the recoveries less 
than a half of 1 per cent. 

“In 1908 but fifty-two companies 
filled out the committee’s data-sheet. 
The amount of insurance carried by 
those companies was $54,958,494, on 
which they paid premiums amounting 
to $446,861, an everage rate of 81 cents 
per $100. The losses reported amount- 
ed to $8,821, and the payments of losses 
to $7,264. The losses were less than 
2 per cent. of the premiums, and less 
than 2-10 of 1 per cent. of tue amount 
of insurance carried. 

“In the current year, your committee, 
aided by President Brady and Secretary 

(Continued on page 11.) 
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Organized 1853 


THE HOME 
Insurance # Company 


New York 


Elbridge G. Snow, President 
MAIN OFFICE, 56 CEDAR STREET 


CASH CAPITAL, $3,000,000 


Assets, January Ist, 1911...... LA ved Cen eaeAwAd OH am SHOK6DEMAEAM EX Se 
Liabilities (including capital).......... SOE NSANRUERSANS+600CeeNs eres 
Reserve as a Conflagration surplus 

Net Surplus over all liabilities and reserves 


SURPLUS AS REGARDS POLICYHOL DERS, $16,829,613. 


$30,178,913 
16,349,300 
1,500,000 
12,329,613 


Insures against loss ot real and personal property, rental income, 
use and occupancy, earned profits and 
commissions by 


Fire, Lightning, Wind-storm, Automobile and 
Inland Transportation Risks 








Entered United States 
1866 


North British 


and Mercantile 


Insurance Co. 


Established 1809 





Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 








THE EXAMINATION 


into the affairs fo the 


Pittsburgh Life and Trust Company 


BY THE NEW YORK INSURANCE DEPARTMENT 
The Report Sets Forth: 


That the policyholders of the entire 
Company are being treated fairly 


Has Just Been Completed. 
That the affairs of the Company 
are in good condition 
That such condition appears to be 
the result of the management 
That the expenses incurred are well within the lawful limitations 


That the Company is steadily in- 
creasing its business 


The above is certainly a high compliment coming, as it does, from the Depart- 
ment of the State that recently enacted the most exacting laws for the conduct of 
life insurance companies that are on the statutes of any commonwealth. No other 
life insurance company has been admitted to the State of New York since the 
enactment of these laws. 


W. C. BALDWIN, President 

















PRAIRIE LIFE & TRUST CO. 


SOMETHING NEW IN PROMOTIONS. 


Stockholders to Name Place of Domicile 
and Select Officers—Promotion 
Expenses 25 Per Cent. 


Considerable interest is manifested 
throughout the Middle West relative to 
the life insurance company in process 
of formation at Omaha, Neb., the plans 
for which were drawn up by T. W. 
Blackburn, an attorney of that city and 
secretary of the American Life Conven- 
tion. 

The proposition is being promoted by 
the Prairie Finance Co. as fiscal 
agents, the intended capital being $500,- 
000, the stock being sold at 2 for 1. The 
stock certificate, which was drawn up 
by Mr. Blackburn, stipulates that the 
subscriber shall pay $20 per share for 
his stock—par value $10—of which $5 
is to be used as promotion expenses. 
The certificate is given herewith: 

Subscription for Capital Stock. 


become a stockholder in the Prairie 
Life & Trust Company, when same shall 
be organized, and that the Prairie Fi- 
nance Company has undertaken to pro- 
mote such organization with an author- 
ized capital of $500,000, I hereby agree 


said life insurance company at the rate 
of $20 per share (par value $10 per 
share), of which sum $5 per share is 
my contribution to the organization 
fund, which I direct shall be paid to 
said Prairie Finance Company for its 
immediate use. The remaining $15 
shall be held by City Trust & Safe De- 
posit Company, trustee, until the sub- 
scribers to the capital stock of the pro- 
posed company shall organize and their 
treasurer has qualified, when said 
trustee shall pay over same. together 
with interest earned, to such treasurer 
for the use of the Prairie Life & Trust 
Company. 

The agent or solicitor has no author- 
ity to collect money, cash checks or 
drafts, discount notes or make any form 
of rebate, concession or modification of 
this subscription. All checks and 
drafts must be made to the order of 
City Trust & Safe Deposit Company, 
trustee. 

No certificates of stock are to he 
delivered to me until the full purchase 
price per share has been paid by me in 
cash and all certificates issued on this 
subscription shall be held and treated 
as collateral to secure full payment of 
my note or notes given on account here- 
of and to secure any unpaid balance of 
my subscription. 

All previous cash payments shall be 
forfeited as liquidated damages upon 
default of any payment hereafter to be 
come due. 

In presence of 


Salesman 
I further agree that when notified I 
will attend in person or send a proxy 
for the organization meeting and there- 
after to give the licensed solicitor of 
Prairie Life & Trust Company a formal 
application for not less than $ ae: 


upon my own life at regular rates or to 
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use my best efforts to furnish the Com- 
pany an insurable applicant, and agree 
to aid the Company in securing insur- 
able risks at all convenient times and 
to warn the Company against uninsur- 
able prospective applicants. 
Subscriber. 
Claim Organization Unique. 

The promoters of the Prairie Life 
contend that the organization will be 
unique in that those in charge of the 
promotion will have nothing to do with 
the selection of officers, location, or 
even name—the Prairie Life being 
merely a suggestion. A pamphlet, is- 
sued by the fiscal agents, sets forth the 
reasons for the claim as follows: 

“Usually a proposed .life insurance 
company names its officers, prepares its 
charter and opens an expensive office 
with high-salaried officials and clerks. 

“The Prairie Life & Trust Company is 
organized upon a different theory. 

“The subscribers for the capital stock 
of Prairie Life & Trust Company will 
own the company and will furnish the 
money for its capital and surplus. 

“The organizers of the Prairie Life & 
Trust Company intend that the sub- 
scribers for capital stock shall select 
the board of directors, vote upon the 
company’s charter and determine the 
scope of business to be undertaken. 

“More favorable charters can be ob- 
tained in some States than in others. 
For instance, a life insurance company 
cannot write health and accident insur- 
ance in Nebraska, but in Illinois this is 
permissible, as it is in Missouri, Cali- 
fornia and other States. In Kentucky 
a life insurance company may own 
stock in another life insurance corpor- 
ation. but in other States the privilege 
is denied. 

“The subscribers of Prairie Life & 
Trust Company stock may vote to in- 
corporate under the laws of a State 
which offers privileges denied in Ne- 
braska, even if it shall be determined 
to have the home office of the company 
in Nebraska. 

“Other life insurance companies here- 
about and elsewhere have been organ- 
ized to promote the interests of a select 
coterie of favorites, or to provide oc- 
cupation at good salaries for members 
of a particular family. 

“The Prairie Life & Trust Company 
will consist of at least 1,000 stockhold- 
ers, and every one of these will pay 
the same price for his stock. They 
ought to be consulted in determining 
the charter, the home office, the direc- 
tors, the officers, the salary list and the 
scope and character of the business to 
be undertaken. 

“Heretofore all the good positions at 
compensatory salaries have heen par- 
celed out in advance of the opening of 
the subscription books. 

“The Prairie Life & Trust Company 
will have no positions promised, no sal- 
aries fixed, no favorites to foster, no 
schemes for personal aggrandizement to 
advance, no unearned salaries paid, no 
extravagant expenditures to explain, 
and no combine, coterie or family to set 
up in business. Its stockholders will 
select men to fill the important posi- 
tions solely on their merits, their brain 
capacity, their experience and their 
reputation for industry and integrity. 

“The idea is unique—it is rational. 

“The Prairie Life & Trust Company 
is intended to be a stockholders’ corpor- 
ation—a people’s institution. 

“It is expected it will write ordinary 
life and industrial life insurance. Its 
subscribers may wish to add accident 
and health insurance. Whatever the 
subscribers determine upon at the or- 
ganization meeting will be the policy 
and purpose of the company when it 
is chartered for business. 

“A thousand or more men united to 
build a great fiduciary institution are 
as valuable an asset to a life insurance 
company as an extra million dollars of 
capital. They ought to be consulted as 
to the policy and management—they 
are the company—and with their loyal, 
intelligent support the Prairie Life & 
Trust Company will.be the largest and 
most successful company west of Chi- 
cago in a few years.” 


INCREASED DIVIDENDS. 





Northwestern Mutual Life to Issue New 
Scale of Payments for 1912— 
New Line Limit. 





Official announcement is made that 
the Northwestern Mutual Life, of Mil- 
waukee, has “adopted an improved 
scale of dividends that will result in 
an equitable increase in the dividends 
payable in 1912 on all life and endow- 
ment forms then entitled to an annual 
dividend.” 

Limit Increased to $100,000. 

The Company further advises that its | 
former rule, insisting that where $100,- | 
000 issued on a single life, $50,000 of 
the amount must be on the endowment | 
or limited payment life plan, has been | 
changed as of October 1. Hereafter 
“the maximum limit for ages 25 to 55 
inclusive, shall be $100,000, exclusive of 
dividend additions, except that not 
more than $50,000 will be issued on the 
Convertible Term plan.” 











SOMETHING GOOD TO TAKE. 





The writer once heard of an eccen- | 
tric character who always had to take | 
a little something in cold weather to 
keep him warm; while in the summer- | 
time he needed a little of the same to 
enable him to endure the intense heat. | 
What a boon it would be to the life 
agent if he could find an elixir of some 
sort which would enable him to work 
as efficiently when the weather is too} 
hot or too cold, too wet or too dry, as | 
when everything is just right. Really | 
there is such an elixir, well known to} 
many successful agents, and which can 
be had by anyone for the asking. It is | 
sometimes called by tne homely name | 
of “Push,” and is made up of certain 
familiar ingredients, among which are 
ambition, enthusiasm, pluck, self-confi- 
dence, etc. | 

Persons who partake habitually of 
this concoction, soon find that there is 
no better time to get business than in 
the hot, sultry days of summer, especi- 
ally since there is less competition, a 
large number of agents, to whom the! 
elixir is unknown, having for the time 
being dropped out of the race on ac- 
count of the great heat. The more for- 
tunate ones, who have the knowledge 
of this secret, find cold weather also 
especially favorable to business, since 
those who have not secured a good sup- 
ply of “Push” are out of the way, all 
hugging the stove indoors. In like man- 
ner, “Push” brings big business in wet 
weather and dry, in hard times and good, 
in town and country, since to those 
who use it, all times, seasons and 
places are alike. 

This life-giving elixir has one special 
merit—you can indulge in it freely, 
without limit and without fear of harm- | 
ful results. Indeed the more you par- 
take of it the better you like it and the 
more good it does you. It can be rec-| 
ommended unreservedly as a_ specific 
for a multitude of ills—that “tired 
feeling,” the dumps, suspended anima- 
tion, nostalgia, limpness of the spinal 
column, excessive modesty, and similar 
maladies to which a few agents are pe- 
culiarly subject. It may be recom- 
mended also as a valuable tonic, the 
free use of which the best of us will 
find extremely beneficial. 


“Nine Months of Growth.” 





With pride wholly justified, Second 
Vice-President C. F. Coffin, of the State 
Life, of Indianapolis, reviews the prog- 
ress of his Company during the first 
nine months of the present year. What 
the growth has been ‘in that period the 
following sets forth: 

Insurance in force Dec. 31, 


REM eedoeives BiLee meee $82,334,290 
Insurance in force Sept. 10, 

WEEE cAecssitue eiiese toon 86,594,714 
Gain in nine months........ $4,260,424 
Assets Dec. 31, 1910......... $9,653,281 | 
Assets Sept. 31, 1911, approxi- | 

WUE éacseedetc 


ss ce act 10,325,000 | 


Gain in nine months approxi- 
i errePrer 


$672,719 | 








INTELLIGENT SALESMANSHIP 





The average prospect has no time for ratios and 
literature. 


The report of the New York Insurance Depart- 
ment contains the net cost schedule for twenty years 
of all Companies. 


We have this information in pamphlet form. 


See where the UNION CENTRAL stands. 


L. L. HOPKINS, General Manager 
1 Madison Avenue, New York City 








The State Life Insurance Company 


INDIANAPOLIS 
Not The Oldest--Not The Largest--Just The Best 


NINE MILLION DOLLARS 
Deposited With The State of Indiana 
For The Sole Protection of Policyholders 


OUR COMPLETE PROTECTION POLICY 


Protects against Natural Death, Doubles the Payment in the 
event of Accidental Death. Provides for Suspension of Pre- 
miums without Forfeiture in the event of Total Disability 


THE MOST DESIRABLE POLICY FOR ALL AGES 


Address CHARLES F. COFFIN, 
2nd Vice President 
1231 State Life Building 











Good Territory and 
Remunerative Contracts 
for Men Who Can “‘ Do Things’”’ 














[ SURANCE MEN will note the signi i. 
The Northwestern anglaise ue tacie ta 
Mutual Life Insurance Co. he following 


business are shown by the following per- 





centages: 7 ah 
penses ity terest 
of Milwaukee 196 8©=61L.76 02059472 
GEO. C. MARKHAM, President 1907 11.81 58 4.76 
A. 8S. HATHAWAY, Secretary 1908 10.76 59 4.84 
New Business Paid-For i810 ‘fi 10.90 4 ise 
1906 7 . » $93,563,452 The Nr = 6 of easy demonstration that 
t best C 
1907 - - - 102,283,634 ingure ia a voteonns pia 
ee The Northwestern’s new olic 
1908 0p gen 109,685,428 contract with its Dividend Options, Paid-up 
1909 - - - 113,716,188 and Endowment Options, Options of Settle- 
1910 - - += 119,229,283 ment and the Premium Loan features. 


; Issues Partnership and Corporation In- 
Each year larger than any in the 


surance. 3 é 
previous history of the Company, io wlumatiner on Agu, 
H. F. NORRIS, 


Commenced Business 1856. Superintendent of Agencies, 


























FIRST IN BENEFITS TO POLICYHOLDERS 


MAXIMUM 
DIVIDENDS 


THE MUTUAL LIFE 


Insurance Company of New York 





MINIMUM 
NET COST 





PAID POLICYHOLDERS IN 1910 
$56,751 ,062.28 


APPORTIONED FOR DIVIDENDS IN 1911 
$13,539,333.07 


Assets (Jan. 1, 1911) - - - = 

Legal Liabilities - “ - $487,354,777.82 

Reserve for Deferred Dividends and 
Contingencies - - - 


$572,859,062.98 


85,504,285.16 
——— $5 72,859,062.98 





For terms to producing agents, address 


GEORGE T. DEXTER 


2nd Vice-President 
34 Nassau Street 


New York, N. Y. | 
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WINDUP OF LIFE MEETING 


ELECTED 





BISHOP PRESIDENT. 





National Life Convention Brought to 
Close After Greatest Sessions in 
Its History. 





NEW NATIONAL ASS’N OFFICERS. 
L. Brackett Bishop, Chicago, Pres- 
ident. 
William M. Furey, Pittsburgh; Belling 


Sibley, Memphis; A. Homer Vipond, 
Montreal, Vice-Presidents. 

Eli D. Weeks, Waterbury, Conn., 
Treasurer. 


N. D. Sills, Richmond, Va., Secretary. 

Chicago, Oct, 12 (Special)—The clos- 
ing sessions of the National Associa- 
tion of Life Underwriters convention at 
the Hotel La Salle here confirmed the 
early predictions that it would be the 
“greatest convention ever.” Interest in- 
creased toward the last as to the selec 
tion of the committee for the presi- 
dency, but the Bishop boom launched 
by the Chicago Association was the 
only one that made any smoke, and, in 
fact, every delegate present was more 
than pleased to compliment the Chicago 
men and make what return they could 
for the fine hospitality shown, by select- 
ing one of their number for the high 
berth in the National Association. 

Gold Addresses Meeting. 

President P. D. Gold of the Ameri- 
can Life Convention addressed the dele- 
sates informally on Thursday morning. 
He had just been elected by the con- 
vention at its Pittsburgh meeting, and 
he was given a hearty reception. 

Hon. Leslie M. Shaw, former Secre- 
tary of the Treasury, was on the proz- 
ram for an address on “Life Insurance 
and Credit,” but for fear, he said, of 
disappointing he would just talk busi- 
ness. He spoke of American courage 
as shown in the “big business” enter- 
prises and sprinkled his talk with in- 
teresting stories of public men. 

Prize Awards. 

The prize essay contest was won by 
KE. D. Horgan, associate manager of the 
Germania Life at Buffalo, who received 
the Calef Cup, and C. L. Williams, witn 
the Equitable Life at Chicago, who was 
awarded the Williams Vase. The sub- 
ject for this year’s essay “Con- 
structive Life Insurance.” 

The membership trophy was won by 
the Pittsburgh Association, which show- 
ed an increase in membership of 74.45 
per cent. The presentation was made 
bv the donor, C. J. Edwards. Col. Will 
A. Waite presented a trophy to the 
same association for average attend- 
ance, and the Whittington Cup was pre- 
sented by J. R. Whittington to John R. 
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AGENCY 


Part I.—Agency Arguments. 

Insurance for Bachelors, Men of Means, 
Debtors and Creditors, Partners, Women 
and others, 

Objections to Life Insurance. 

How Much Insurance Should a Man Have. 

Insurance on Life of Another. 

Collective Insurance. 


Annuities. 


PRICE $1.00. 





ARGUMENTS 


AND 


PRINCIPLES OF LIFE INSURANCE 
By HENRY MOIR 
Table of Contents Includes The Following: 





Valuable Work for General Agents and Solicitors. 


Address ‘*THE EASTERN UNDERWRITER,” 105 William St., New York City 


Part II.—Principles of Life Insurance. 


Mortality Tables. 

Premiums for Various Forms. 

Cost and Selling Prices. 

Sub-standard Risks and Hazardous Occupa- 


tions. 
Methods of Treating Sub-standard Risks. 
Reserves and What They Stand For. 
Surrender Options. 
Dividends (Bonuses) and Their Sources. 
Supervision. 
Annual Statements. 


m parisons. 
Definitions of Words. 





Special Prices for Quantities. 











Fox for largest number of new mem- 
bers proposed. 
Topic Discussions. 

“The Renaissance of Life Insurance” 
was the topic for discussion Thursday 
afternoon, and Charles W. Scovel, of 
Pittsburgh, told of the developments 
since the “revolution of 1906.” E. A. 
Woods, of Pittsburgh, speaking on the 
topic “Business and Corporation Insur- 
ance,” said that the great trouble was 
to get men to handle this kind of busi- 
ness. He said that this would be the 
big business of the future and that the 
agent who could be up to the minute 
must study business law and the needs 
of different business institutions. 

A. D. Hatfield, of Cleveland, and W. 
M. Horner, of Minneapolis, both gave 
valuable advice on methods of handling 
“business insurance” and cited helpful 
incidents from their own experience. 

W. J. Graham discussed the term 
plan in business insurance, and D. W. 
C. Sinclair, of New York, said that he 
closed 80 per cent. of his business at 
first interviews. He said that the use 
of a little tact would save much valu- 
able time by immediate closing. 

Memphis Next Meeting Place. 

Invitations were received from many 
cities asking that the next meeting of 
the Association be held there, but the 
Memphis delegation, headed by Bolling 
Sibley, won out, and the Tennessee 
metropolis will have the next conven- 
tion. 

The ball room of the Hotel La Salle 
was the scene on Thursday night of 
the annual banquet and almost as many 
sat down there as at the convention 
sessions. H. J. Powell, the retiring 
president, was the tostmaster. Among 
the speakers were: J. Hamilton Lewis, 
ex-Congressman from Illindis; Rev. Dr. 
W. T. McElween, Evanston: Hon. J. 
Adam Bede, ex-Congressman, Minne- 
sota: Judge C. S. Cutting. Probate Court, 
Cook county, and President L. B. Bishop. 


A VETERAN PASSES AWAY. 





M. V. B. Bull, Long Manager of Phoe- 
nix Mutual Life in Important 
Territory, Dead. 





Martin Van Buren Bull died of heart 
disease in Albany October 15. For many 
years he has been a member of the 
firm of M. V. B. Bull & Co., managers 
of the Phoenix Mutual Life Insurance 
Company of Hartford, Connecticut, for 
the territory including Eastern New 
York and Northern New England. Mr. 
Bull was born April 27, 1834. 

Exactly one month and a day before 
his death he completed his forty-sev- 
enth year with the Phoenix Mutual. He 
commenced work for that Company on 
September 14, 1864, as an agent in 
Eastern ‘New York, and was continu- 
ously in the Company’s service, first as 
agent and later as manager, in which 
position he built up a large agency and 
continued active in the work until very 
recently. His attachment to the Com- 
pany grew to be very strong, and he 
declined two very tempting offers of 
official positions in life insurance com- 
panies, preferring, as he stated, to be a 
good agent rather than a poor officer. 

He had made his home at Albany, 
New York, where a wife and two chil- 
dren survive him. 

Attains His Life Ambition. 

Some time before his death Mr. 
Bull contributed the following article 
to the official journal of the Phoenix 
Mutual Life: 

“When a man is choosing his path as 
a breadwinner, he wants to choose 
well, for it ought to lead him to a little 
something besides bread. As it is natu- 
ral, therefore, that he should wish to 
see how others—no better endowed 
than he—have fared along the same 
route, I comply with your request for 
a few words about myself. 

“It was in 1864—forty-three years ago 
—that I chose life insurance. And 





—— — — = = 


| after looking into the subject carefully 


jand weighing other propositions, my 
| preference was for the Phoenix Mutual, 
with its prestige of the name Hartford 
and the general reputation for good 
}and economical management. So I 
chose—and I chose right. 

“There was then no Educational or 
| Circularizing Department to help a 
new man and add strength for an old 
one; one had to find his own way and 


pay the tuition fees of experience 
| which sometimes range rather high 
But the Company proved all that I 
thought it to be. It is true that my 


sentimental attachment to it grew to 
| be very powerful; what my opinion on 
the practical side was, is, and always 
will be, may be best evidenced, per- 
haps, by this fact; I have had a num 
ber of offers from other companies, 
| Which, even in these days, would be 
called ‘brilliant,’ but I rejected them 
all. During this time I have declined 
two very tempting offers of official 
| positions in life insurance companies. 

“When John T. Hoffman was gov- 
ernor of the Empire State, in an ad- 
dress to the bootblacks of Albany he 
said: ‘Boys stick to your business; do 
the very best you know how. You had 
better be a good bootblack than a poor 
governor.’ I profited by Governor 
Hoffman’s advice to the bootbiacks and 
made up my mind that I would better 
be a good agent than a poor officer, 
and here I am to-day—glad that I am 
here, never more interested in my busi- 
ness, never more enthusiastic to do my 


duty as a representative of the ‘Old 
Phoenix.’ 

“I am proud of our grand old Hart- 
ford company, its officers, its strong fi 
nancial condition, splendid progress, 
and its ability to offer those who de- 
sire the very best that is to be obtain- 
ed in life insurance, and I am perfect 


ly satisfied with my delightful rela 
tions, not only with the officers of thé 
Company but with all 
in its welfare, progress and prosperity 


those engaged 


“With one ambition, so far as busi 
ness is concerned, that the Albany 
agency shall maintain its high 
among the agencies of this 
to which end my best thoughts ar 
forts will be given.” 


position 
country 


1 ef 


Leading Agents in August. 





Leaders in paid business for the Stan- 
dard Life of Pittsburgh, in the month of 
August, were: F. L. Bigham, Devore & 
Leech, J. S. Postab, W. T. Palmer and 
Taomas Taylor. 





The man who believes in himself: the 
man who is ambitious for success and 
willing to seek that success through 
consistently hard work; the man who 
desires to make his energy earn the 
largest possible return not only to him- 
self but to his fellowmen, will find no 
field of endeavor which offers richer op- 
portunities than life insurance solicita- 
tion.—Standard Life of Pittsburgh. 
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PARTICIPATING LIFE INSURANCE 


in The Prudential. No estimates. Every 
thing in the policy guaranteed. 


Write us about an agency. Good Contract. 





THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Incorporated as a Stock Company by the State of New Jersey 


JOHN F. DRYDEN, President 









Home Office, NEWARK, N. J. 
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AS MIGHT BE EXPECTED. 





Examination of Mutual Benefit Life by 
Home State Department Shows Com- 
mendable Condition of Affairs. 


The Mutual Benefit Life Insurance 
Company has just made public the re- 
port of an investigation by Fackler & 
Fackler, special examiners, for the New 
Jersey Department of Banking & In- 
surance, as of December 31, 1910, 

In transmitting the report to the 
Company, Commissioner Vivian M. 
Lewis said: “I desire to congratulate the 
management upon the excellent show- 
ing it makes for the Company.” 

The report shows that since the last 
examination by the home Department, 
three years before, the amount of in- 
surance in force has increased twenty- 
three per cent. The holdings of property 
taken under foreclosure “both in number 
and in book value are less than half 
what they were three years ago.” 

The general excellence of the Com- 


pany’s mortgages, say the examiners, 
“ig shown by the fact that the Com- 


pany was compelled to take over only 
two properties under foreclosure during 
the last three years, and the interest 
over-due December 31, 1910, amounted 
to less than one day’s interest earnings.” 

The basis for computing liabilities 
was found to be rather too conservative 
in the opinion of the examiners, so 
that the net surplus is increased $965,- 
113.70 over the amount claimed by the 
Company. To quote the report on this 
point: 

“While a few of the items of assets 
were found by the examiners to be some- 


what less than as stated in the Com- 
pany’s report, a far greater addition 
has been made in the case of other 


the same time the aggregate 
liabilities have been much reduced. The 
net result has been that according to 
the examiners’ statement the Company’s 
surplus December 31, was $6,377,877.24.” 

Concerning the Suspended Mortality 
Reserve, set aside as a liability to as- 
sure in so far as possible the main- 
tenance of the Company's current divi- 
dend scale, the examiners say: 

“It appears to the examiners that the 
creation of this fund is an entirely 
method of arriving at the de- 
results sought.” 

The report is commendatory througa- 
out, and is an endorsement of the means 
and methods employed in the Mutual 
Benefit Life ever formation 


assets; at 


proper 


s'rable 


since its 





INSTRUCTING THE BEGINNER. 
Some Practical Hints Concerning the 
Training of New Agents for 
Effective Work. 








From a series of practical talks as to 
the best methods of instructing begin- 
ners in the art of selling life insurance, 
delivered by field representatives of 
the Fidelity Mutual Life, at the recent- 
ly held convention of the Company’s 
agents at Philadelphia, and at Atlantic 
City, we had extracted the following: 

Paul Alexander, Supervisor.—‘The 
most essential thing with a new agent, 


is to thoroughly familiarize him with 
our Company’s splendid progress from 
its inception, and the fact that the 


founder is still at the helm. 

“T remember when I began my career 
as an agent, I was taken into an Office, 
shown a rate book, received a few ap- 
plications, and was sent out to do busi- 
ness. How .different to-day. What a 
grand opportunity for a man of fair 
education. 

“A supervisor or manager should see 
to it that on the first day of his work 
with a beginner, one or more applica- 
tions be written. 

“Keep in close touch at all 
with a beginner. Sometimes a man 
starting a new agent believes his work 
is complete by going over the various 
forms of contracts and spending three 
or four days with him. This is a very 
serious mistake, because just as soon 
as you leave him, he is going to find 
competition, knocks from competitors, 
and he is apt to weaken. Keep in close 


times 





touch with the beginner by having him 
write you a weekly report of the pros- 
pects he has solicited and what success 
he has had. Immediately answer his 
letter, and if you see that he is having 
a struggle to close business, return at 
once to the scene. Keep him in good 
spirits and full of enthusiasm.” 

J. H. Byrley, Georgia.—“I have got- 
ten the best results by giving the pros- 
pect, in an office talk, all the points I 
know about life insurance, giving him a 
Rate Book, and then telling him to go 
out and see what he could do. I would 
require him to report to me in the 
evening, and then I would attempt to 
solve the difficulties he had met that 
day. 
kind of work, I would go out with him 
and help him close the prospects he 
had developed. I don’t believe in train- 
ing a man to depend on you to close 
his business. Send him out on his own 
resources. If he has failed to close his 
prospects, go with him and give him a 
practical demonstration; then he will 
see why he failed. It is my opinion 
that if more of the managers would 
give their time, even at a sacrifice, to 
instructing recruits, in the end they 
would profit by the creating of a pro- 
ductive general agency.” 


DIVIDEND COMPARISONS, PAST 
AND PRESENT. 


(Contributed.) 

In making dividend comparisons be- 
tween two companies, it was formerly 
the custom to contrast the dividends 
and net cost of policies issued ten to 
twenty years before. The past record 
of dividends paid was regarded as an 
indication of future dividend-paying 
ability. This idea is out-of-date. Great 
changes have taken place in the last 
ten to twenty years. The _ policies 
written to-day differ in a multitude of 
particulars from those written some 
years ago, and future dividend results 
will be very different. Many companies 
during the greater part of the last two 
decades were writing deferred dividend 
policies almost exclusively, while others 
were writing only annual dividend in- 
surance. Company methods and prac- 
tices have greatly changed. Expenses 
have been reduced in all companies, but 
in some more than in others, chiefly 
because of greater room for reduction. 
The effect has been to increase enor- 
mously the dividends of the latter class. 
All the leading companies are now do- 
ing business in New York, under the 
expense limitations of the New York 
law—a guaranty of continued economy 
of management. 

As another effect of the New York 
Jaw, the policies of all prominent com- 
panies are to-day substantially identical 
in their provisions. The differences 
are little more than nominal. In other 


words, the conditions under which all 
the leading companies are operating 


to-day are practically the same, while 
in the past twenty years they differed 
greatly. It follows that the dividends 


and net cost of policies written to- 
day, and within the last two or three 
years, furnish a much better indication 


of relative future dividend-paying abil- 
ity, than the results of the past ten or 


twenty years. To-day all companies 
are bending their efforts to one end— 


that of furnishing sound life insurance 
at the lowest possible net cost. 

It is true, conditions will change more 
or less in the future, but these changes 
will affect all leading companies alike. 
All are now operating under the same 
law and will be affected in the same man- 
ner, by any changes in the law. Interest 


rates may rise or fall, but that too, 
will affect all companies alike. It 
follows that a policyholder is not so 
much concerned as to what dividends 
may have been paid in the past ten 
and twenty years by different com- 


panies, as to what dividends the com- 
panies are paying now and as to what 
the net cost is of policies issued to- 
day under existing conditions. This is 
the best indication of probable future 
dividends and net cost. 





After three or four days of this | 








Incorporated as a Stock Corpany by the State of Illinois 







\y INSURANCE) 


HOME OFFICE 


Fifth Floor, Tacoma Building, Chicago 


The ONLY 


Life Insurance Company operating through 


BANKS OF DEPOSIT which prepares the 


field for you—MR. AGENT 


WHY don’t you write the Company AT ONCE? 











COME SOUTHWEST 


“WRITE BUSINESS IN WINTER RESORT” 


1—CROPS—"‘Greatest in History.” 
2—FINANCIAL CONDITIONS—“Fine,” 


—REASONS— 


3—COMPANY—"Good as Any.” 
4—POLICY CONTRACTS—"'The Best,’ 


By closing its first year with $3,089 500 in paid-for business 
on its books and with over $300,000 ‘*in suspense,” the Mid- 
Continent Life, of Oklahoma, proved its right to the title: 


«The Young Giant of the Southwest.” 


thusiast 


A hustling and en- 


ic bunch of “ go-getters” did it. It is easy to write 


life insurance in Oklahoma, Kansas and Arkansas. . 


LET US SHOW YOU 
Ask FRANK K. KOHLER, Agency Director ‘ 


Mid-Continent Life Ins. Co. 


MUSKOGEE, OKLA. 








YOU KNOW US 


IF YOU DON'T, WE BETTER GET ACQUAINTED 


It won't do any harm to broaden your acquaintance among 


the life compa 


ties, then if you waut to make a change, now or 


later, you'll know where to turn, to clasp hands with success. 
Right now we have a State Manager position open in Nebraska and 
So. Dakota, for the right men; and splendid territory open in other 


States. If you 


would get acquainted with us, our “Dandy Line’ of 


policies, our splendid agents’ contracts, aid our fair and liberal 


treatment, you 


would be just as enthusiastic as we are. 


All correspondence confidential. 


DES 


Cc. E. RAWSON, President 
W. A. HARBACH, Secretary 


MOINES LIFE INSURANCE CO. 


Des Moines, lowa 














fireat Southern Life Insurance Company 





J.S. RICE 


President 


HOUSTON, TEXAS 
Insurance written first year over 


SIX MILLION DOLLARS 


New Insurance Written During 1911 


January $627,400 
February 600,400 
March 655,585 
I April 1,135,150 $3,018,535 


ADMITTED ASSETS 
$1,038,051.16 
We want good men to represent a good 
Address 
O. S. CARLTON, Vice President 


Company. 
J. T. SCOTT 


Treasurer 
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HANDSOME AND USEFUL. 





New Home of Old Line Bankers Life 
a Credit to Company and City— 
Company’s Growth. 





In erecting its home office building 
in Lincoln, Neb., the Old Line Bankers 
Life has produced one of the most at- 
tractive homes in the country. It is 
a. four story structure situated slightly 
beyond the present business center but 
directly in the pathway of future de- 
velopment, being located on a corner 
of 14th and N streets. 

At the time of its construction it 
was the largest office building in the 
city, all rooms in the structure being 
as light as day. The two first floors 
are used by the Company and the two 
upper stories are rented at prices rang- 
ing from $10 to $22 per room per month. 

The structure is of steel and concrete 
construction, absolutely fire proof; in 
fact there is not a lower fire insurance 
rate for an office building granted in 
the United States than is charged on 
this building. 

The partitions are of marble and 
glass; electric elevator service, both 
passenger and freight; water on every 
floor and in every room; duplicate 
heating plants in the basement and a 
vacuum cleaner on every floor. The 
Company has built a set of burglar 
proof vaults, safety boxes in which are 
free to tenants. 

A unique feature in connection with 
tke building is an office and cozy cor- 
ner for policyholders. The Company 
has notified its policyholders of the 
arrangement, at the same time extend- 
ing an invitation to make that their 
headquarters when in the city. 

Company’s Executives. 

In W. C. Wilson, president, and J. H. 
Harley secretary, the Old Line Bankers 
Life of Lincoln, Neb., has a team of 
officials with whom it is a pleasure to 
discuss life insurance affairs. This 
institution bids fair to close the pres- 
ent year with insurance in force of $33,- 
000,000—a gain of four millions—assets 
of over $5,000,000 and a surplus for 
the amount of business in force second 
tc none. The Company invests its 
assets largely in farm loans following 
an appraisement by the Company, the 
amount of the loan being 31 per cent. 
of the value fixed by it. No attempt 
is made to secure what is termed the 
highest rate of interest, but nevertheless 
the funds of the Bankers are kept 
working continuously and securely at 
five to six per cent. An idea as to 
the judicious manner in which the 
funds of the Company are handled may 
be gleaned from the fact that not a 
dollar in interest or principal has been 
lost on investments made. 

Efficient Management. 

The Bankers occupies the unique 
position of being accused of paying too 
much surplus to its policyholders. 

Speaking as to the proper manage- 


ment of a life insurance company, 
President Wilson said to a representa- 
tive of The Eastern Underwriter that 
the best way is for an Officer with 
authority to place himself merely in 
the position of a third, and, to all 
intents and purposes, disinterested par- 
ty in rendering a decision as to what 
shall and shall not be done. It makes 
it much easier to decide in a manner 
proper to all concerned. 

Mr. Wilson’s “side partner,” Secre- 
tary Harley, is president of the Harley 
Drug Co., one of the largest concerns 
of its kind in the West. He started 
the venture with $165, nursed it care- 
fully and built it up to a point where 
its annual income bid fair to reach 
$70,000, when the panic of ’73 came 
along and gave it, together with other 
Lincoln institutions and business enter- 
prises, an awful jar. Grit and deter- 
mination proved stronger than the 
panic and that is why the Harley Drug 
Co.—which is under the immediate 
management of Mr. Harley’s son—like 
the Old Line Bankers Line, can boast 
of an honored place among business 
corporations. 





“Growing Up.” 





That the energy put forth by the 
management of the Reliance Life of 
Pittsburgh, has borne and is bearing 
fruit, the subjoined culled from the 
Company’s letter to its field force is a 
reminder: 

“The Reliance is growing up. As a 
life insurance company the Reliance is 
not considered large, but do not get 
the idea that it is very small. Some- 
times we get a glimpse of what the Re- 
liance really is, unexpectedly. The sub- 
ject of addressing a personal letter to 
each policyholder was recently con- 
sidered. We found that it cost in round 
figures five hundred dollars to send an 


ordinary personal letter to each policy- | 


holder of the Company, the principal 
item of course being the stamps. After 
all, the family is pretty good sized 
when it costs five hundred dollars to 
send each one an ordinary letter. The 
application desk is also a reminder of 
our growth. One clerk used to handle 
all our applications; now it takes four 
clerks to record the applications re- 
ceived each day. In the General Man- 
ager’s department two stenographers 
used to handle the work; it now takes 
five to do it. In every department of 
the company similar evidence is found. 
We are growing up, but we are not yet 
and never should be too large to main- 
tain the close personal relations which 
bind a_ successful organization to- 
gether.” 





Federal Life Souvenir. 





President Isaac Miller Hamilton, of 
the Federal Life Insurance Company, 
of Chicago, is remembering his friends 
just now with a very handsome brass 
paper clip. There are paper clips 
galore, but this one is decidedly differ- 
ent, and would grace any home library 
table. 
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WHY NOT 


Ha 


Mutual Life Insurance Company 
OF BOSTON, MASS.? 


WHY NOT 
THE 18 PAYMENT LIFE? 


WHY NOT 
THIS AGENCY? 


IT DOES THINGS—TRY US 








WILLIAM N. COMPTON, General Agent 
Telephone 6030—6031 Cortland 220 BROADWAY, NEW YORK CITY 











State Mutual Life Assurance Company 


WORCESTER, MASSACHUSETTS 
BURTON H. WRIGHT, President 
INCORPORATED 1844 


PROSPERITY FIGURES 


INSURANCE IN FORCE - - - - - $140,710, 898 
INCREASE OVER 1909 - - - - - 8,140,834 
Our agents had the most prosperous Year in the history of the company. 


INCREASE OF PAID-FOR BUSINESS OVER 1909 15% 








ASSETS - . - - . . - $36, 327,079.03 
LIABILITIES - - - - - 7 33, 371,841.25 
SURPLUS MASS. STANDARD - - $2,955, 237.78 


ONLY HIGH CLASS MEN CONSIDERED 
EDGAR C. FOWLER, Superintendent of Agencies. 








A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 
all members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
\ 3% reserve 











A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 
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oe ARE YOU AMBITIOUS? 











“One to-day is worth two to-morrows ” 


THE FRANKLIN has a splendid 
opening in its HOME STATE for a 
first-class producer. 


INVESTIGATE TO-DAY! 














NIAGARA LIFE, 


Western New York Company Getting 
Upon a Firm Basis—Plans of 
President Tupper. 

Since the removal of the Bankers Life 
to Buffalo, and its 
reorganization as the Niagara Life, 
President W. S. Tupper has done yeo- 
man work in putting the company’s 
atrairs upon a basis that will materially 

aid it in getting business. 

ts policies have been thoroughly 
modernized; economies of administra- 
tion effected and a thorough ‘system for 
field and office work inaugurated. The 
result of the change has that the 
Niagara Life is in high favor with those 
of its home community, who are show- 
inz their confidence in its administration 
by enrolling as policyholders of the 
Company. 

President Tupper believes in the plan 


from New York city 


been 


of intensive cultivation and is securing 
an admirable agency force in and about 
Western New York. Once this territory 


be well in hand he will branch out into 
other fields, adopting in his work the 
methods ssfully employed by 
him some years ago when president of 
the Conservative Life of Los Angeles 
In Secretary % Bullenkamp Mr. 
Tupper has a loyal lieutenant, who is 


sO SUCCE 















putting his shoulder to t wheel, en- 
thusiastically determined at the Ni- 
agara shall be a speedy and continuous 


success. 

CO-OPERATION—HOME OFFICE AND 
FIELD. 

Among Other helpers for the field 

man is the subjoined offered by William 

the Prudential 



















W hite, superintendent for 
at Winnipeg, Can.: 

“In order to secure successful work- 
ing it is absolutely necessary to have 
a feeling of mutual inters 

e way of friction sh 

l avoided and ever) 

yuraged to promote au 
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about the home office methods and the 
‘other fellow,’ who, in all probability, 
is blameless. A case in point was 
recently in evidence in a transfer to 


the Winnipeg District, upon which 
house No. 318 was given instead of 
No. 385, the policyholder being dis- 


covered at the latter number while 
canvassing. 

“Many other trifling causes of diffi- 
culty could be cited, which are simply 
the outcome of want of thought or lack 
of care. 

“An agent who is constantly careless 
con not expect to receive commendation 
or advancement. It is ‘the little things 
in life that count.’ ‘For want of a 
nail the shoe was lost; for want of a 


shoe the horse was lost,’ and so on 
to the disastrous end. 
“Every successful Prudential man 


knows that it pays to do things right, 
and there is no better way to command 
the respect, the attention and the co- 
operation of the home Office. 

“Let it always be remembered that 
attention to details and healthy in- 
crease go hand in hand and undoubtedly 
are essential factors in procuring pro- 
motion.” 





ADDS TO DIRECTORATE. 


Gulf Coast Life of Mississippi Extend- 
ing Its Connections—Has Applica- 
tions for $500,000 of Insurance. 


Twelve additions were made to the 
directorate of the Gulf Coast Life, of 
Gulfport, Miss., at a meeting of the Com- 
vany’s stockholders held some days ago. 
The late accessions are as here given: 
Dr. H. M. Folkes, proprietor Gulf Coast 
Health Resort, physician and surgeon, 
Biloxi: 
Bank of 
Maufray, 








Bank of Biloxi, Biloxi; J. O. 
vice-president Merchants Bank, 





} St. Louis; B. C. Lawler, real estate 

in nce, Gulfport; Dr. M. L. Bat- 
yn, physic an‘ surgeon, Leakesville; 
\. M. Covington, real estate, Meridian; 
Dr. J. T. McLean, druggist, physician 


ind surgeon, Cleveland, Miss.; J. R. Hill, 
president Bank of Commerce, Gulfport; 
Nat Owen, president Bank of Leakes- 
ille, Leakesville; Peter Lott, capitalist, 


Wiggins; Dr. B. S. Hood, physician and 
urgeon, Bond 
The Gulf Coast Life proposes a capital 
of $500,000 with a surplus of $362,590, 
nd endeavoring to dispose of its 
tock in small block's. M. P. Buslog is 
ident, A. N. Glover, secretary and 
S. A. Tomlinson treasurer. 


THE INCREASE IN POLICY LOANS. 





For some time the matter of policy 
loans has been one of the most widely- 
discussed of life insurance topics. The 
great increase in such loans in recent 
years in the several companies and ip 
the aggregate has been commented 
upon with concern. The increase un- 
questionably exists, but the fact may 
perhaps be accounted for on other 
grounds than a growing tendency to 
pledge one’s life insurance recklessly 
and needlessly. 


tion in the policies of many companies 
seems to have been generally over- 
looked. Indeed, the larger number of 
the policies of nearly all companies con- 
tain no provision for loans or cash- 
values. While many companies have 
been accustomed to grant loans on 
these old policies, when applied for, 
even though not required to do so, the 
temptation to borrow has not constant- 


ly confronted the insured in the text of | 
With a steadily increas- | 
ing number of policies becoming en- | 
titled to loans each year in all compa- | 


his contract. 


nies, an increase in the number and 


amount of loans, both relative and ab- | 


solute, is natural and normal. In the 
younger companies, all outstanding pol- 
icies provide for loans after a stated 
period. For the first two or three years, 
such companies had no outstandirg 
loans at all. 
ing number of policies old enough to 
be entitled loans, both the relative and 
amount of policy 
these companies has increased, all nat- 
urally and normally. It is probable that 
a careful study of the statistics of all 
companies would reveal that there has 
been no abnormal increase in ioans, 
taking the whole decade through. 


aggregate 


3y vote of the stockholders of the 
Toledo Life Insurance Company, cf 
Toledo, Ohio, the capital of the corpor- 
ation will be increased rom $190,000 to 
$200,000. Once the additional money be 
paid in the Company will enter several 
additional States. 


S. H. Wolfe has resigned as consult- 
ing actuary of the Georgia Life Insur- 
ance Company, of Macon, Ga. 





A new district, to be known 
East Side Branch, has been opened in 
New York city by the Colonial Life of 
Jersey City, N. J. 
D. J. Speck, formerly assistant superin- 
tendent at Harlem. 


| 1860 


The fact that the loan | 
clause is a provision of recent introduc- | 


With the yearly increas- | 


loans fa} 


as the 


It is in charge of | 
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5ist Year 


Home Life 
Insurance 


Company 


ot New York 


GEORGE E. IDE, President 





MN 6 Aish ase eanec $25,025, 299.06 
Insurance reserve fund, 
BGs ois 0's 55s Sarpees « cscs eeeLee 
| Reserve for deferred 
| dividends..... Bei $2,292,947.00 
| Reserve for all other 
} contingencies........ $1,794,612.13 
| 


Insurance in force, 
December, 31st, 1910 
$100,214,968.00 


“As a result of a thorough examination 
into the affairs of this Company, it is evident 
to your examiners that the business is being 
conducted in an efficient manner * * * with 
a view to obeying fully the law and with 
intention of dealing with the policy-holders 
justly."—Extract from Report of the 
New York State Examiners, Dec. 24. 
1910. 








60th Anniversary Year 


THE 
| BERKSHIRE 


‘| Life Insurance Co. 
OF PITTSFIELD, MASS. 
WILLIAM D. WYMAN, President 


Desires to secure the services of a 


few more high class men of ability 


and experience Its policies, issued 
under the Massachusetts non-forfeiture 
laws, liberal 


every 


are and up-to-date in 


particular. 





W. S. Weld, Supt. of Agencies 














FELLOW 


Life Men in 


get the dope. 


years, 


never be another. 





Is there one among you who is looking for a 
a chance to get in right? 
We have the best thing that has been offered 


but 


Don’t let this get past you for there will 


INTERNATIONAL LIFE, St. Louis 


LIFEMEN 


it’s up to you to 








“é 


for a “‘phenom’’; 





GENERAL AGENT WANTED 


We have a desirable General Agency opening in the Central West. 


just a man of high-grade character and ordinary business production 


ARE YOU THE MAN? 


Address General Agent 
Care of THE EASTERN UNDERWRITER, 105 William Street, 


Not looking 


New York 








UNEXCELLED IN 
Favorable Mortality 


e —AND— 
| Economy of Management 
THE 


Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends 











Frank D. Jackson, Pres. Sidney A. Foster, Sec. 


DISTRICT MANAGERS WANTED 


Territory in Pennsylvania, Ohio, Mis- 
souri and lowa 


ROYAL UNION 
Mutual Life Insurance Co. 


DES MOINES, IOWA 
DISTRICT MANAGERS WANTED 





Jas. T. Priestly, M. D. 
Medical Director 








| 
Carleton B. Pray 
Treasurer 
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How Much Business Is It Safe For Young Companies To 


Write During Their First Years of Existence?* 





By Lawrence 


M. Cathles, 


Secretary and Actuary, Southwestern Life Insurance Company, Dallas, Texas. 





(Continued from last week.) 


Responsibility to Participating Policy- 
holders. 

I have probably already laid myself 
cpen to the charge that I have wandered 
from the text and over-stepped the 
limits of the subject assigned, but it 
seems to me that this paper would 
be incomplete without still another 
digression. Some of the young com- 
panies have participating as well as 
non-participating business on their 
books, although most are writing prac- 
tically nothing but non-participating 
business to-day and perhaps it is not 
altogether inexcusable to investigate 
the fairness of using, in the purchase 
of new business, the surplus accumu- 
lations on existing participating busi- 
ness. Several States already require 
that separate statements of gain and 
loss on participating and non-partici- 
pating business shall be made up each 
year, but this is not yet required in 
a majority of the States in which the 
members of this Convention do business. 
In the absence of special calculations, 
it is, of course, impossible to know how 
much of the net increase in surplus 
ealized by the company is derived from 
the participating business and how 
much from the non-participating. As- 
suming that both are profitable and 
that the company has a reasonable 
capital stock and surplus, is it permis- 
sible for such a company to write so 
much insurance each year that part or 
all of the surplus actually arising on 
the existing participating insurance is 
used up in first years expense. 

When old-line life insurance was first 
developed rates were deliberately large 
enough to be absolutely safe. They 
vere based upon very inadequate data 
and proved to be much higher than 


necessary. In order to reimburse the 
insured the companies inaugurated the 


system of bonus distributions. This was 
how participating insurance started. If 
the company’s experience was favorable 
a return was made to those who had 
over-paid. The reason for the high 
premium was that the company should 
be safe ‘beyond question. This remains 
to-day one of the reasons for the differ- 
ence between participating and non- 
participating premium rates although 
more accurate mortality tables and 
clearer knowledge of the business in 
other directions have diminished great- 
ly the necessity for the margin. The 
fact that at least to some extent the 
participating policyholder guarantees 
the safety of the company justifies his 


ciaim to a share of the general profits 


of the company in addition to the re- 
turn of his over-payment wita interest. 
I am very doubtful whether the fact that 
the participating policyholder know- 
ingly guarantees the solvency of 
the company gives to the com- 
pany’s management any right to use 
his over-payments in the procurement 
of new business. I think that it is 
even doubtful whether the profits aris- 
ing from the non-participating business 
of the company should be so used ex- 
cept to the extent that they belong to 
the stockholders. It may be urged that 
unless the participating policyholders 
stand some chance of loss from the 
new business they should not be en-| 
titled to any of the profits, but it must | 
be remembered that so long as the over- 


payment of the participating policy- 
holders and thé profits equitably be- 
longing to them remain in the hands 


of the company they are subject to as- 
sesment for the company’s losses and 
therefore are at risk whether the com- 
pany does new business or not. 

Of this I am quite convinced—that 
an acute responsibility rests upon the 
management to see that any portion of 
the participating policyholders over- 
payments and profits which is used in 
the extension of the company’s business 
is so invested that proper returns are 
assured within a reasonable time. 

It seems to me too plain a proposition 
to require argument, that to a very 
large extent participating insurance is 
applied for in the expectation that the 
policyholder will receive in return, in 
addition to the insurance, something 
more than his over-payment with inter- 
est. This makes of the participating 
loading, not an additional “expense | 
fund” to be spent without thought of! 
an accounting, but a “trust fund” the} 
proper investment of which deserves the | 
serious consideration of the company. | 

The Gain and Loss Exhibit treats all | 
the leading on participating policies as | 
expense loading and in directing the 
business of the company it should be 
remembered that at least part of it is 
a Trust Fund. 

Financlal Strain of New Business. 

In order to obtain some indication 
of the effect of varying amounts of new 
insurance upon the surplus of a new 
company, I have made some rough cal-| 
culations based upon the following! 
assumptions: | 

All policies issued at age 35, for $2,000. 

Sixty per cent. of the business being | 
on the 20 Payment Life, thirty per cent. 
on the Ordinary Life, and ten per cent. | 











*\ddress delivered before the recently held On the 20 year Endowment Plan. 
gathering of the American Life Convention. All policies issued on the Non- 
FOUNDED 1868 


National 


perineal 


THE conpant 

Honorable an 
Insurance are s¢ 
There are few e« 
able contracts ft 





Address all e« 


CHICAGO'S 


The Emblem of Sound Insurance 


Of the United States of America 
JOHNSON 
*resident 


attractive issued, 


Life Insurance Company 





Home Office: — | 
National Life Bldg., Chicago | 
THAT GIVES AGENTS EVERY CONSIDERATION [| 
dindustrious men with or without experience in Life 
vlicited as Field Representatives for this Company. 
ympanies as substantial and none with more desir 
the rightmen. Our policy contracts are the most 


ymmunications to ROBERT D, LAY, Secretary 
OLDEST AND STRONGEST COMPANY 











Organized in 1880 


This Company has entered upon 
exceptional opportunities for a nu 
North Dakota, South Dakota, 
Michigan and Pennsylvania. 





The Minnesota Mutual Life Insurance Company 


Write. 
E. W. RANDALL, President 


ST. PAUL, MINN. 


a period of expansion and has 
mber of good men in Minnesota, 


Do it now. 





participating Plan 
average premium rates: 

$22.30 per thousand 
$30.30 per thousand 
$43.90 per thousand 
Rate of termination including deaths: 


Ordinary Life..... 
20 Payment Life.. 


20 Yr. Endowment.. 


DEE xéttenedseeersiensesvwkes 3 
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Interest:- 


Reserve 


one-half per cent, 


Modified on the 20 Payment Life Plan. 
Expenses:—(Including all 


Agency 
agency expenses of 
commissions, 


net premiums not paid over to the r 

company, travelling and branch office | security, 

expense, etc., etc.) | equitable 
Eighty per cent. of first year pre-| 

miums not exceeding 80 of 20 Pay Life} 

rate. No Renewal commissions, Assets Jan. 1,1911 ... 
(For purposes of comparion, cal- Liabilities.. 

Surplus 


Five per cent. 
net upon all the company’s funds. 
Basis: —American 


agents licenses, advances, 
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three and 
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successful solicitors. 





are waiting for capable Agents in much de 

sirable territory, ready for occupancy when- 
ever suitable men are available. 
ence welcomed with those who can produce 
applications, who are energetic workers and 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 


PUTTIN. | 


Correspond 


WRITE AT ONCE. 


Chartered in America 


: |NEW ENGLAND 
MUTUAL LIFE 
INSURANCE CO. 


BOSTON, 


MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 

offers the very best possible 
with a safe, 


contract 


FINANCIAL STATEMENT 


$54,422,643.60 
50,108,449.79 
4,314,193.81 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 
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LIFE AND CASUALTY 
Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
First Class Openings in bothBranches fer PRODUCERS 
Address M. Y. Manley, Superintendent of Agencies 


Management. 


W. E. SMALL, President 
$1,000,000 


Georgia Life Insurance Company 
OF MACON, GA. 


SURPLUS $500,000 
INSURANCE 
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NEW METHODS OF COMPENSATION 
SHORT FORM POLICIES 


EASY TO READ AND UNDERSTAND 


BOSTON, MASS. 
ARTHUR E. CHILDS, President 


WM. C. JOHNSON, Vice-Pres. and Gen’! Mar. 


IN LIFE, ACCIDENT AND HEALTH INSURANCE 


CLEAR-TERSE 


LOWEST NON-PARTICIPATING RATES 


The Columbian National Life Insurance Company 
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culations have been made at other 
rates, but eighty per cent. is the basis 
of all tables unless otherwise stated.) 


DeatH Losses: Ist year..50” 


2nd year. 
3rd year..7 
4th vear, .35” 
Sth year, .wb” 
6th and 
subsequent 
years..,.100% 

Cost of medical examinations and 
inspections—$6 for each $2,000 policy. 

Calculations in conformity with the 
title of this paper have been made for 
only the first ten years of the supposed 
company. 

I first ascertained how much the 
average policy would provide for the 
expenses of management at the home 
office of the company, if the company’s 
experience coincided with the ‘fore- 
going assumptions. The first step in 
the necessary calculations is, of course, 
familiar to all of us, taking the 20 
Payment Life plan for illustration. 






of mortality 
according to 
American 
Experience 
table. 


o 
o 
o 
” 
v 


| 
| 


ee er en ee $60.60 
Ist year agency expense 

Oe DOP BOM. céciciecsivcs $48.48 
Medical examination .... 5.00 


Inepection 166 ..scccecse 


$ 6.12 





Interest on balance for 
one year at 5 per cent. ool 
$ 6.43 

Fifty per cent. cost of 
PROUTEMCE odccsccevees 8.94 

Balance available for 
home office expenses $ 2.51 


meaning that if the agency expense 
of obtaining a 20 Payment Life policy 
for $2,000 at age 35 is 8 per cent. of 
the premium, every such policy instead 
of bearing its share of the general ex- 
pense at the home office in its first 
year is a direct drain on the company’s 
surplus of $2.51. Exactly similar cal- 
culations were made for nine succeed- 
ing years of the policy and its con- 
tribution to home office expense during 
the first ten years of its existence thus 
obtained. 

I then ascertained now much one 
million of annual new business of the 
character assumed would provide each 
year for home office management ex- 
penses. The following Table No. 1 
shows these amounts after the calcula- 
tions have been adjusted so as to give 
results according to calendar years, 
assuming that the company commenced 
business January 1 and that the aver- 
age date of issue of all policies was 
June 30. Of course, the figures for other 
amounts of new business will be in 
proportion. 

(To be continued next week.) 


CENTRAL LIFE OF IOWA. 





President Peak Reports Good Gains in 
Business and Financial 
Strength. 





President George B. Peak, of the Cen- 
tral Life Assurance Society of Des 
Moines, predicts that the Company will 
close the present year with $21,000,000 
insurance in force and assets of ap- 
proximately $2,000,000. The Company 
will also show a gain of about $100,000 
in surplus, a most commendable -in- 
crease. Last year a gain of $65,000 was 
made in the surplus account, but this 
figure has already been passed. As is 
well known, Mr. Peak organized the 
Central Life and to him it has been as 
a child. He has given close attention 
to its affairs and he is to be congratu- 
lated on the showing made. The Com- 
pany will this year secure about $2,250,- 
000 of business from its home State and 
a similar amount from Wisconsin where 
it is most aggressively and progressive- 
ly represented. The Company is also 
licensed to do business in several other 
leading States, 


HINTS TO BUSINESS GETTERS 





At the recently held gathering of 
agents of the Fidelity Mutual Life In- 
surance Company, of Philadelphia, a 
number of subjects of vital concern to 
the field worker were discussed, and as 
the remarks made by the speakers at 
the convention apply in large meagure 
to the business as a whole, we repro- 
duce for the benefit of readers of The 
Eastern Underwriter extracts from the 
various addresses herewith: 


ENDOWMENT INSURANCE AND 
HOW TO PRESENT IT. 

Jos. Parish, Michigan.—“There are at 
least a thousand and one reasons why 
Endowment insurance is advantageous 
to the policyholder, but I will only men- 
tion a few: 

“First—Everybody will admit that 
the primary and chief object of life in- 
surance is protection, but it certainly 
is of equal importance to make provi- 
sion against need and want in old age 
as it is to provide for those who depend 
upon us. To accomplish this in the 
most advantageous manner, the Endow- 
ment policy is ideal from every stand- 
point. Life policies consume the great- 
er portion of the premium for the ben- 
efit of some one else. 

“Second.—The need of old age protec- 
tion is a factor fully realized in every 
civilized country. england, Germany, 
France and other progressive countries 
have long ago adopted some system of 
endowing old age. Our own State legis- 
latures have been grappling with this 
question for some years, and only re- 
cently a bill was introduced in the Unit- 
ed States Congress to provide each poor 
man at age of sixty with an Endowment 
policy to be converted into an annuity. 

“Third—The Endowment policy is 
easily and briefly explained. I simply 
say to my prospective applicant, here 
is a proposition which will pay the face 
value of the policy whether you live or 
die. Hence you cannot make a mis- 
take, as one of the two things will sure- 
ly happen within the next twenty years. 
During the payment period it protects 
your family, while upon completion of 
the payment period it will protect you. 

“Fourth.—As a means to accumulate 
an emergency fund to meet unforeseen 
contingencies which never fail to arise 
in every family, the Endowment policy 
cannot be excelled. 

“Fifth Endowment policy is the only 
untaxable investment. Nor is it sus- 
ceptible to ordinary business hazards. 
It is free from all elements of chance 
or market fluctuations. Therefore, it is 
far superior even than the safest bond. 

“Sixth—The Endowment policy is 
very desirable from an investment point 
of view. Subtract the cost of insur- 
ance, even as low as Fraternal Congress 
rates, from the total premium pay- 
ments, and you will find the interest 
rate earned is in excess of that of other 
investments of equal safety, even exclu- 
sive of probable dividends. 

“Seventh.—The Endowment policy is 
the most all-around liberal investment 
proposition in existence. Every other 
investment is either beyond the means 
of the average man or lacks that im- 
portant element of assurance, in the 
event of premature death, that the face 
value will be fully and promptly paid. 

“Kighth—The Endowment policy is, 
indeed, a great ‘friend in need.’ We all 
know the liberal loan values have saved 
many men from bankruptcy and other 
disastrous failures. 

“Ninth.—The Endowment policy is 
preferable for nearly every station and 
condition in life, with some few isolat- 
ed exceptions, hence the agent who 
makes a practice of selling Endowment 
insurance will, upon the whole, better 
serve his patrons. Then, too, the dan- 


ger of having his applicant rejected is 
reduced to a minimum. 
“Tenth—The Endowment policy is 


the method of insurance approved by 
all students of economics. It affords 
happiness and peace of mind during the 
early years of life, and independence, 
contentment and enjoyment in old age.” 

R, J. Seiberlich, Minnesota.—‘I be- 
lieve Endowment insurance in its place 
is all right. There are certain classes 
of men to whom we should not talk 
anything but Endowment insurance. I 
was talking to a diamond merchant 
who did not believe in insurance. I 
suggested a Twenty-Year Endowment 
policy to him, and he took it. He travels 
from New York to San Francisco, and 
never before had an Endowment policy 
been suggested to him. There is a case 
where Endowment insurance was nec- 
essary. 

“The average man is more or less 
selfish, and the thought that he is going 
to get all the money while he lives ap- 
peals to him. If a man can only save 
$50 a year, I would sell him a Twenty- 
Payment Life. 

“It is true that Endowment insurance 
will stay on the books better. I have 
never had a Twenty-Year Endowment 
to lapse, to my knowledge. It is also 
a good suggestion that a man take out 
a Twenty-Year Endowment policy and 
earry an Ordinary Life in connection 
with it. The Endowment policy will 
carry him for twenty years, after which 
the income from the Endowment pol- 
icy will carry the Ordinary Life policy.” 

C. M. Hunsicker, Philadelphia.— 
“There are some young, married busi- 
ness men who are borrowers of vast 
sums of money. In case of their death 
their affairs would possibly be involved. 
They need life insurance, plain Ordi- 
nary Life. 

“To a business man who is able to 
put money aside for his old age there 
is but one policy to offer, and that is 
an Endowment, to mature at the time 
he expects to get out of business. He 
has no trouble and the money so placed 
by him is invested by skilled investors. 
Did it ever occur to you why it is that 
wealthy men carry large lines of En- 
dowment insurance? Suppose a man 
has inherited a $20,000 income. He re- 
quires for his necessities $10,000 a year. 
That leaves him $10,000 to invest. He 
is subject to the same risks as any 
other man. The best proposition for 
him is to take $200,000 of Endowment. 
If he dies, his estate is immediately 
worth $200,000; if he lives, he gets 
$200,000 in cash. He has not been a 
‘slothful servant;’ he has increased his 
estate by $200,000.” 


CONVERTING TERM POLICIES TO 
LIFE OR ENDOWMENT FORMS. 


D. R. Midyette, Virginia—‘There are 
three parties interested in the conver- 
sion of Term policies—the policyholder, 
the company and the agent. In any in- 
surance transaction or any other sale, 
the purchaser should be considered first 
because he is paying for the thing. 

“My opinion is that Term insurance 
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LIFE 


Is outafter Business and Wants 
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and First Year Commission and a 
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OHIO or INDIANA 
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EXCELLENT OPPORTUNITY 
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Direct Agency Contract 











Field workers whointendto 
make a permanency of the business 
are wanted for several pieces of ex- 
cellent territory. Direct contracts 
with exclusive control of the ter- 
ritory, and with liberal first year 
and renewal commissions, will be 
made with first-class men who will 
give their entire time to the busi- 
ness. For particulars address: 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 
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To the right man we are prepared to offer a permanent Contract carrying 
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We want a competent Manager for Toledo and Northwestern Ohio. 
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{s the worst kind of insurance for the 
policyholder to buy. It is the only 
kind of insurance which can be 
termed an expense. Any other kind 
of insurance is an _ investment. It 
is to the interest of every man to keep 
down his expenses. The money you in- 
vest comes back to you. Term insur- 
ance is like fire insurance. The money 
expended is gone and never comes back. 

“The agent who is doing the selling 
is the last man that should be consider- 
ed. If you take care of the interests of 
vour patrons, your patrons will take 
care of you. Marshall Field, the great- 
est merchant the world ever produced, 
said that the purchaser was always 
right. Why? Because he wanted that 
purchaser to be satisfied. 

“From the standpoint of the compa- 
ny, term insurance is least desirable. 
First, because the mortality is higher. 
Second, because ‘the lapse rate is great- 
er. There may be other reasons, but 
these two are sufficient reasons why 
Term insurance should be converted to 


other forms. 
Term insurance should be convert- 
ed ‘at once, if not sooner.” That is a 


paradoxical statement, but not unrea- 
onable. Term insurance should not be 
vritten when any other form can be 
vritten, that’s the point. If the subject 


of Term insurance is introduced, the 
agent should strive to convert it to 


form before the application 
If that is the only form you 


some other 
is taken. 


can sell a man, sow the seed of doubt 
n his mind as to whether that is the 
kind of insurance he should have, and 
try to have it changed before the sec- 
ond or third premium is due. Don’t 

er deliver a Term policy without mak- 


ng a positive suggestion that it is only 
a temporary expedient and that as soon 
is possible it should be converted to 
ome other form.” 

C. G. Hodge, Managing Actuary.—“We 


in the Actuarial Department have had 
rather an extended experience in this 
very matter. For many years we have 


about $1,000,000 of insurance: 
I do not recall interviewing 


matured 
ich year. 


more than half a dozen men whose pol- 
‘ies matured who were satisfied with 
lerm insurance. The great majority 
never realized they had Term insurance 
About 80 per cent. were dissatisfied. 
fhat is an argument to get it trans- 
ferred as soon as possible. They are 
szruntled, cause the agent and the 


company trouble, and are a poor adver- 
tisement for the company. J. M. Huf- 
ford, our agent in Indiana, has a plan 
which seems to work successfully. I 
think he has transferred as many Term 
policies as any agent on our force. 
Wen he goes to a man having Term in- 
surance, he suggests the plan he de- 
sires to sell him, and simply takes the 
difference of premium be oe n what the 
man will pay under the Term, and that 
of the new policy, and compares that 
difference with the cash surrender value 
in the new contract. In almost every 
instance you will reach the point in a 
few years, where a man can surrender 
his policy and receive the difference in 
cash. After that, he is always ‘to the 
good.’ The premium under the Term 
policy, of course, advances, but under 
the level premium his values are in- 
creasing.” 

F. W. Heron, Nebraska.—‘It is just 
as easy to get to that man to change 
him as it is to write a new policy. It 
is easier; you have an introduction, you 
have something of interest to him. 
Term insurance is only a temporary 
makeshift. Business men occasionally 
buy it for certain interests, of course. 
The man who has benefited by it is 
dead, and the man who goes through 
his term is a ‘kicker.’ The best argu- 
ment in changing a man’s Term insur- 


ance is the cash values of the other 
policies. That appeals to his selfish- 
ness.” 


HOW TO GET IN TOUCH WITH MEN 
OF AFFAIRS. 

Cc. M. Hunsicker, Philadelphia.—‘‘After 
all it is the men of means who are the 
men of affairs. How to get in touch 
with them is a most vital subject. 

*T have been soliciting insurance for 





about twenty-seven years, and it is my 
experience that the big man, the suc- 
cessful man, the man of money, is the 
very easiest man to insure, provided 
you can get at him. I used to write 
very small policies and I looked upon 
the man who wrote a large policy with 
awe, envying the possession of some 
talent which it was impossible for me 
to possess. After observation, I found 
that this man did not have the educa 
tion I had; absolutely did not have the 
address, appearance and standing in the 
community that I had, and yet he wrote 
big cases. 

“The man who is 
make big money is a sure prospect for 
some agent. If I hear of such a man, 
I get after him—not with a rough can- 
vass. I always succeed in getting some 
kind of a letter that will get me into 
his inner sanctum. 

“The business man who has the door 
open and you can walk in, is a pretty 


commencing to 


hard nut to crack. The man who has 
a strong guard on the outside is the 
fellow who is not sure of himself. If 
you get past the outer crowd, that is 
the man who is the easiest to write 
when you get in. 


“How to find out who is prosperous? 
“Use newspapers; look up building 
permits, real estate transfers, the con- 
tractors who get big contracts, people 
who give big contracts. They are near- 


ly all prosperous men. 
“See lawyers who have wealthy cli- 
ents. Get in touch with banking insti- 


tutions, real estate companies, the men 
who are borrowing vast sums of money. 
They need big protection. They know 
the men who are making money. When 
there is a steady advance in the stock 


market, the best place to work is among 
stock brokers. Find out from them the 


men who have been taking successful 
‘flyers’ in the market. 
“We also ought to be public spirited 


and get in touch with anything that will 
uplift the community. 

“Don't devote your entire attention 
to securing big risks. If you do, and 
you lose one, with no little ones to keep 
the pot boiling, you are liable to be- 
come discouraged.” 





PLEDGED TO ECONOMY. 
New Administration of Majestic Life to 
Conserve Interests of 
Policyholders. 





Judge Ward H. Watson is now presi- 
dent of the Majestic Life, of Indianapo- 
lis, succeeding in that capacity F. W. 
Kellen. R. M. Ayres, the former sec- 
retary of the Company is replaced by 


Elias D. Salsbury, while R. T. Wed- 
ding succeeds Dr. Harry Hubbard as 


treasurer. The new management of the 
Majestic is pledged to a policy of fair 
and economical administration of the 
business, in the carrying out of which it 
will have the sympathy of the under- 
writing fraternity. 


Mutual Life Withdraws from Mexico. 

It is understood that the Mutual Life 
Insurance Company of New York, will 
shortly cease writing business in 
Mexico. 





COLONIAL LIFE NOTES. 


The Ordinary 
test’ of the 
N. J.. last 
enthusiasm 
to run 
of 1911. 
already 


Department ‘Football 
Colonial Life, of Jersey 
year aroused = such 
that the Company has decided 
another series covering the balance 

Advance notice to the field has 
been received with great satisfac- 
tion. ‘The Colonial intends that 1910's ex- 
eellent increase shall be doubled by Novem 
ber 1, and the field staff is alive to the 
situation. Reports all along the line show 
that for all-’round returns no — will be 
within “hailing distance of 191 

The latest changes reported by des Colonial 
are: H. L. MeDougall, assistant, transferred 
from Mt. Vernon to Hoboken. A new dis- 
trict has been opened in New York city, 
ealled the East Side Branch. D. J. Speck, 
has been placed 
Appointments to assistancies: 
Otten, Easton; F. A. Phelan, Orange; 
Landgraff, Trenton; H. Fischer, West 


Con- 
City, 
splendid 


former assistant at Harlem, 
in charge. 
W. T.. 
F. M. 














Lhe 
Metropolitan Life 
Lnsurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


‘Of the People 


the Company By the People 
| — -For the People 


The Daily Average of the Company’s 
Business during 1910 was: 
507 per day in Number of Claims Paid. 
6,163 per day in Number of Policies 
Issued and Revived. 
$1,428, 738.00 per day in New Insurance 
Issued and Revived. 


$212,733.23 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$121,717.71 pe- 
Assets. 


JOHN R. HEGEMAYN, President 


day in Increase of 





METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 








J. G. WALKER. President 
T. WM. PEMBERTON, ist Vice-President W. L. T. ROGERSON, 2nd Vice-President 
E. D. HARRIS, Secretary 


ORGANIZED 1871 


LIFE INSURANCE COMPANY 


OF VIRGINIA 
Home Office, Richmond, Virginia 
THE OLDEST Southern Life Insurance Company : 
THE LARGEST AND STRONGEST Southern Life Insurance Company: 
THE PIONEER Southern Industrial Life Insurance Company 
Its Policies are clear and definite in their provisions, and their values are absolutely 
guaranteed, 
BESS WOSSMNST BE, BSD. 0.0 cscccccvcces coccseccecooessess 
Liabilities December 31, 1910, 
Insurance in Force Decembe ri, 1910... : we 
Total Payments to Policyholders since Organization...... 


$6,338,576.82 
5,106,996.02 
72,440,374.00 
10,786,598 97 











INDUSTRIAL INSURANCE 


CUR NEW SALARY AND COMMISSION CONTRACT 


For Agents, offers a splendid opportunity for a few additional men 
who are steady, energetic, and used to earning a substantial living. 


THE UNION LIFE ASSURANCE COMPANY 


H. POLLMAN EVANS, President Head Office, TORONTO 











Offices in 34 Districts between Halifax and Vancouver. 
The only Company from which may be obtained the SAVINGS BANK 
POLICY, the most l'beral Industrial Policy 








ROME INSURANCE COMPANY 


RO M E, GA. 
J. C. PORTER, Vice-Pres. an and Manager 


INDUSTRIAL “AGENTS WANTED IN 
GEORGIA AND ALABAMA 














Philadelphia; E. Walmach, Jersey City; L. Shuttleton, Brooklyn; J. Tapfer, New York; 
C. Price, York: I. F. Ball, Trenton; J. B. B. 8S. Bertolet, Reading; M. Cafiero, Brook 
Shaeffer, West Philadelphia; H. M. Blum, lyn Those leading in the Industrial De 
Pittsburgh; Cc. VanPelt, Mt Vernon; A. partment are: B. Weisman, Perth Amboy 
Hammer, Williamsburg; B. Lasker, Town of T. F. Cooney} New York; H : N Henry 
Union; A. E. Johnston, Freehold; W. W. Elizabeth; J *Seniff, Town of Union; B. 8 
Nunn, Camden —_ ; tertolet 
The Industrial managerial leadership is : 
held by W. J. Burn, of Brooklyn. After Agent F. J. Molesky, Allentown, heads the 


Industrial, and he is followed by 


him may be mentioned: P. Hughes, New list for ‘ : 

York: L. Janson, Williamsburg; E. Krause, E. C. Cadmus, Newark; B. Washek, Harris 
New Brunswick; J. F. DeRoche, Freehold. burg; P. Lobelson, New Brunswick; R 
The Ordinary leader, among the managers, Bailey, Newburgh. Agent A. M Butter 
is L. Janson, followed by P. M. Leiffer, weck Allentown, heads the list in the 
Harlem; P. Hughes, J. L. Lee, Pittsburgh; Ordinary Department. Following | him are: 
W. J. Burn. B. J. Mahoney, Williamsburg; A. Tiedemann, 


Brooklyn; J. P. Hendrickson, Freehold; R. 


Williamsburg, L 
Froemel, Newburgh. 


him are: G. O. 


assistant at 
Next to 


H. Hennell, 
leads in Ordinary. 
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This newspaper is owned and pub- 
iished every Thursday by The Eastern 
Underwriter Company, a New York 
corporation, office and place of business 
105 William Street, New York City. 
BB #. fladley, President ; GC. we 
Watson, Secretary and Treasurer. 
The address of the officers is the office 
of this newspaper. Telephone 2497 
John. 

Subscription Price $3.00 a year. 
Single copies, 15 cents. 

Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at 
New York, N. Y.; under the act of 
Congress of March 3, 1879. 


POLICYHOLDER THE GAINER. 
...__- 

Under the conditions now obtaining 
in the life insurance field, the strife 
among the competing companies is not 
as to which shall gain the greatest vol- 
ume of business, or report the largest 
but rather which shall afford 
the return to its policyholders. 
And return we do not mean divi- 
dends merely, for while an important 
the cash refund is by 
no the chief desideratum to a 
policyholder. Next to absolute secur- 
ity he seeks liberality in contract condi- 
tions, and in this respect he is favored 


assets, 
best 


by 


consideration, 
means 


to-day in a way that was not dreamed 
of years ago. And the tendency is still 
in the same direction. 

AN AROUSED PUBLIC, 








At last the public of New York 
city, which for long appeared wholly 
apathetic, has been fully aroused to the 
iniquity of permitting factory workers 


to hourly risk their lives in buildings 
so constructed as to be little better than 
fire traps. 

Under the spur of public criticism, 
the responsible officials are making 
critical inspection of all industrial prop- 
erties, and where the building and gen- 
eral safety regulations are not lived up 
to, are insisting upon immediate com- 
pliance, threatening severe penalties 
for continued violftion. 





AN ADMIRABLE TRAINING. 





In perhaps no other field of endeavor 
can one be so thoroughly trained for 
meeting the difficulties everywhere en- 
countered in the world of business as 
in life insurance. If one succeeds in 
getting “names upon the dotted line,” 
it is a safe assumption that he pog- 
sesses those qualities that will win in 
other avenues, and for that reason, if 
for no other, life insurance salesman- 
ship should attract the ambitious. 





The Nord-Deutsche Insurance Com- 
pany of Hamburg, Germany, has been 
licensed and is now operating in Ohio, 
having appointed the following agents 
there: Akron, the Hall-Harter Insur- 
ance Agency Co.; Columbus, Mrs. F. 
W. Burkley & Son; Cambridge, R. B. 
Moore; Dayton, Bell & Hoskin; San- 
dusky, Henkelman & Crass. 


v 


INTERPRETS SPECIAL LAW. 





Superintendent Hotchkiss Rules Re- 
garding Privileges of Surplus 
‘Line. Companies. 





Some of the powers of attorney, which 
have been filed with this department by 
corporations in connection with their 
applications for licenses under Section 
138 of the Insurance Law, are very 
board in their terms and, in addition to 
authorizing agents appointed thereun- 
der, to issue policies pursuant to the 
provisions of said section, authorize 
such agents to act as general man- 
agers for the corporations represented 
throughout the United States. In some 
instances, authority has been granted 
to agents representing such corpora- 
tions to make reinsurance contracts and 
to do a general fire insurance business in 
this State. The law contemplates neither 
of such acts and certificates of authority 
issued by this department must not be 
construed to empower insurers licensed 
thereunder to reinsure other insurers 
or to carry on the general business of 
fire insurance. It has, therefore, been 
deemed advisable to call the attention 
of the agents of the various companies 
applying for licenses under Section 138 
to the fact that a certificate issued in 
accordance with the provisions thereof 
merely authorizes the corporation re- 
ceiving the same to issue in this State 
policies of fire insurance through the 
agent or agents named in such certifi- 
cate, upon the applications of agents 
licensed under Section 137 of the Insur- 
ance Law, but not otherwise. The agent 
under Section 137 has authority to pro- 
cure insurance only upon the affidavit 
of the insured, and the property cover- 
ed must be located in the State of New 
York. 

If a corporation which receives a cer- 
tificate under Section 138 should trans- 
act in this State any business other 
than a surplus line fire insurance busi- 
ness, as therein provided, or should is- 
sue policies in this State other than 
those contemplated by said section, it 
would be guilty of a violation of Section 
9 of the Insurance Law and its certifi- 
cate of authority would, upon evidence 
being furnished to the department, be 
duly revoked. 

Should an agent, named in the cer- 
tificate issued to any such corporation, 
act for the corporation within this State 
in the transaction of any business of in- 
surance, or negotiate for or place risks 
for any such corporation, or in any way 
or manner aid it in effecting insurance 
in this State, other than surplus line 
fire insurance as contemplated by Sec- 
tion 138, such agent would violate the 
provisions of Section 50 of the Insur- 
ance Law and would be guilty of a mis- 
demeanor. 

Under Special Act. 

This department, pursuant to Section 
138 of the Insurance Law adopted by 
the Legislature of 1911, has issued cer- 
tificates of authority to the following 
companies: 

West of Scotland Insurance Office, 
Ltd., of Glasgow, Scotland; agents, 
Frank & DuBois, 47 William St., New 
York city. 

Les Provinces Reunies Insurance and 
Re-insurance Company, Ltd., of Brussels, 
Belgium; agent, Frenkel & Co., Inc., 44 
Cedar St., New York city. 

Metropolitan Fire Insurance Compa- 
ny, of Chicago, Ill.; agent, Edward E. 
Hall & Co., 123 William St., New York 
city. 

The Scranton Fire Insurance Compa- 
ny, of Scranton, Pa.; agent, Warren M. 
Kimball, 123 William St., New York 
city. 

The Nye Danske Fire Insurance Com- 
pany of 1864, Ltd., of Copenhagen, Den- 
mark; agents, Hall & Henshaw, 49 John 
St., New York city. 

The Excess Insurance Company, Ltd., 


of London, England; agents, Hall & 
Henshaw, 49 John St., New York city. 

National General Insurance Company, 
Ltd., of London, England; agent, J. S. 
Frelinghuysen, 111 William St., New 
York city. 

National General Insurance Company, 
Ltd., of London, England; agents, Hall 
& Henshaw, 49 John St., New York city. 

Inasmuch as this section was mani- 
festly intended merely to supplement 
Section 137, known as the surplus line 
section, the powers of the agents of 
these companies are limited. The de- 
partment has, therefore, sent a circular 
to each such agent and to the corpora- 
tions represented by them as per at- 
tached copy. 

The public should take notice of the 
limitations indicated in said circular, 
and, except within such limitations, 
should do no business with any of such 
agents when representing corporations 
licensed under said Section 138. 





THE JOY OF ACCOMPLISHMENT. 





What glorious words, and how 
pleasant to the ear! They cause a 
tingling sensation in every nerve and 
create a great desire to get out and 
do something—to be somebody. 

We all know the sense of satisfaction 
that comes with the knowledge of a 
day’s work well done. You may have 
worked hard all day long with scarcely 
a rest, you may have met with dis- 
appointments and failed to attain that 
which you expected, but when the day’s 
labors are over and you at last relax 
your tired mind and body, who can 
describe that infinite sense of pleasure 
that steals over you when you know 
that you have worked heart and soul 
—that you have done your best. 

We know of nothing to equal this 
feeling. Go through the day in a list- 
less, half-hearted manner, shirk your 
work, accomplish little; and when you 
sit down in the evening you will have 
nothing on which to look back except 
a day that is lost, an opportunity gone. 
You will experience no pleasure, but 
rather a sense of dissatisfaction and 
disappointment. 

This “Joy of Accomplishment” is a 
great factor in the world of business. 
It is that which keeps men planning, 
striving, and creating long after they 
have attained success and have earned 
the right to retire and to enjoy the 
fruits of their labors. Most of our great 
millionaires are not remaining in busi- 
ness for the money to be gained, but 
vecause of their love for the game. 
Deprive them of their business and you 
deprive them of their pleasure, for it 
is the one game that can give them 
the keenest satisfaction. 

And it is a great game, this game 
of business, is it not, my friend? For 
the man who is in love with his work 
there is no joy so keen as that caused 
by business success. 

You, as insurance salesmen, are right 
in the heart of the great game. Of 
the different kinds of business life 
insurance is by far the most exciting 
and interesting game of all; and no 
man can feel more than you, this won- 
derful “Joy of Accomplishment,” the 
pleasure that accompanies a knowledge 
of work well done. 

The game of life underwriting is an 
exciting and absorbing struggle from 
beginning to end. You are matching 
your skill] against that of your pros- 
pect. While you are undoubtedly doing 
him a favor when you induce him to 
insure, he is not aware of it and must 
be convinced. You may work long; it 
may consume your last ounce of will, 
persistence and patience; but when at 
last you have convinced him and se- 
cured his signature on the “dotted 
Ine,” do you not feel that it was worth 
the effort? I am speaking now entirely 





OF PERSONAL INTEREST 











On the 7th of this month Cyrus Kirk, 
president of the Equitable Life Insur- 
ance Company of Iowa, completed 36 
years continuous service with that high 
grade institution, having joined its 
forces at age 31. At the close of this 
year the Company will have business in 
force in excess of $56,000,000 and assets 
of over $10,000,000. There has been no 
attempt to build hastily; on the con- 
trary, the management has been satis- 
fied with a conservative but substantial 
growth. The new business for 1911 will 
be close to $10,000,000, and assuming 
this figure to be reached, the net in- 
crease will approximate $7,000,000, or 
70 per cent. of the new insurance. 
Therefore it will be seen that net gains 
in the future, even without special ef- 
fort, will be more pronounced than in 
the past. The foundation of the struc- 
ture has been well laid, and President 
Kirk, who is now 67 years of age, and 
his associates can view with a large 
measure of satisfaction and pride the 
work achieved. 





When John Marshall, son of BR. P. 
Marshall, vice-president of the Union 
Central Life came down to New York 
and identified himself with the hust- 
ling staff of L. L. Hopkins, metropoli 
tan manager, it was with the idea of 
making a mark for himself as a pro- 
ducer, and he has succeeded. Looking 
into the future, he planned for himself 
a useful life, but while ambitious, ener- 
getic, enthusiastic, and in fact possess- 
ing all those accomplishments which, 
coupled with a sturdy honest character, 
go to make for success, something 
seemed to be lacking. While paying 
a visit to a college chum the revela- 
tion came; at any rate the papers an- 
nounce the engagement of Mr. Marshall 
to one of New England’s charming 
young women—the sister of the chum 
above referred to. 





A recent visitor to the metropolis was 
Robert J. Moore, agency secretary of 
the Southern States Life, of Atlanta, 
Ga., one of the progressive and success- 
ful life insurance companies of the 
South. In the development of the 
Southern States Life Mr. Moore has 
ably and loyally assisted his chief Pres- 
ident Moore, and to-day has the solid 
satisfaction of seeing the Company 
traveling along safe lines, adding to its 
strength daily and its management hold- 
ing the confidence and respect of the 
fraternity generally. The struggle has 
been a severe one, but the result has 
made it well worth while. 


aside from any financial gain. The 
real life insurance salesman’s greatest 
thrill of pleasure is caused, not by the 
commissions earned, but because he 
has conquered. His will has overcome 
another’s, and he has changed the 
darkness of ignorance into the light 
of understanding and appreciation. 
Yes, the life insurance business is 
truly a great game. To the man who 
loves his work and who is willing to 
put into it the best that is in him, it 
offers the highest rewards, both finan- 
cially and in that intangible, though 
very real, “Joy of Accomplishment.” 
And now let us ask one question: 
“Do you experience this ‘Joy of Ac- 
complishment’ each evening when the 
day’s work is done?” If you do not, 
something is lacking. You have not 
tried to make that day a record-break- 
er of accomplishment. ‘ry again and 
see whether you cannot experience 
each day this wonderful “Joy of Ac- 
complishment.” It is the only thing 
worth working for; all else goes with 
it, and if you cannot find it in the life 
insurance business, you had better get 
out and search for a business in which 
you can secure it.—Equitable Notes. 
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FIRE INSURANCE DEPARTMENT 





CONFERENCE OF FIELD MEN. 





Western Specials of North British & 
Mercantile Gather in New 
York, 

To consider matters of particular in- 
terest in their territory, the Western 
field men of the North British & Mer- 
cantile Insurance Company began a 
three days’ session in New York city 

yesterday. 

Among those in attendance are: Re® 
ident Secretary Collins, Chicago; Spe- 
cial Agents Briggs, Illinois; Wood, 
Iowa; Jacobs, Nebraska; O’Hearn, 
North and South Dakota; Thompson, 
Arkansas and Oklahoma; Cate, Mis- 
souri; John Dreth, special agent for 
the Commonwealth in Illinois and Mis 
souri, and Inspectors Blodgett and 
Brighes. 





STREET RAILWAY HAZARDS. 











(Continued from page 1.) 
Donecker, has made an unusual effort 
to obtain complete reports from all the 
member companies. More than two 
hundred have responded. Mergers and 
consolidations have reduced the num- 
ber of railway companies since the 
statistics presented in 1905 were col- 


lected. «sue report of that year in- 
cluded also companies that were not 
members of the Association. The fig- 


ures for the past year are from mem- 
ber companies only. They show insur- 
ance carried in 1910 to the amount of 
$192,364,228; premiums, $1,354,068; loss- 
es, $261,982; amount paid by insurance 
companies on account of losses, $182,738; 
average rate, 70 cents.; losses, 19 per 
cent. of premiums; recoveries, 13% per 
cent. of premiums. The losses paid 
were less than 1-10 of 1 per cent. of 
the total insurance. The lowest rate 
was 20 cents, the highest, $3. Thirty- 
six fires were reported. Thirty-five 
companies recovered from the insurers. 
The loss of the other company was 
smaller than the exemption provided 
fer in its policy, 


The report then recites the formation 
of the Central Traction & Lighting Bu- 
reau by the fire insurance companies, 
and expresses the willingness of the 
railway men to co-operate with that 
Ibody in preparing rating schedules that 
will be easy of application and fair to 
both the railways and the insurance 
companies. 


Advocates Fire Protection. 


While appreciative of the reduced fire 
record of the railway business in recent 
years, the Committee holds that altogeth- 
er too many properties still burn, and 
advocates the introduction of reliable 
protective appliances, insisting “how- 
ever, that it is more important to pre- 
vent a fire than to collect a loss, and we 
still believe, notwithstanding the pres- 
ent rates and the threat to increase 
them, that car-houses should be protect- 
ed in the best possible manner against 
loss or damage by fire. 


“In last year’s report your committee 
recommended the protection of cars in 
open yards by standpipes surmounted 
by universal nozzles. One car-yard has 
been so equipped. The rate of insurance | 
on cars in that yard has been reduced | 
$1.15 per $100. On $036,000, the value} 
of the cars in the yard, this is a saving 
in one year of $3,864. The equipment, 
complete, cost less than $6,900. 





“The facts and figures here given in- 
dicate that we have made progress—that 
rates have been reduced, and tha‘ prop- 
erties have ibeen improved. Can we go 
further? Yes. Gratifying as is the re- 
duction in rates from an average of 
$..25 or more to 70c., the lessening of 
losses from 41c. to 13.6c. per hundred 
dollars of insurance is much more plea‘s- 
ing. It indicates that the railway com- 
panies are earnestly, vigorously, intel- 
ligently and scientifically taking care of 
their properties. ut thirty-six fires in 
a single year are too many. Our losses 
ought not to be a quarter of a million 
dollars per year. Notwithstanding the 
reductions indicated in the loss ratio, 
there should be fewer fires. * * * 


“The figures are recapitulated In the 
following table: 


1907 1908 
Reports 
from 52 

companies 


1905 
Incomplete Incomplete 
reports for reports for 

10 years 7 years 


Insurance carried $484,000,000 $342,893.377 $54,958,494 
(estimated) 

Premiums........ 6,049,641 3,724,835 446,861 

LOSS@8....... er 1,971,806 2,152,696 8,821 

Recoveries ....... 1,673,336 1,587,623 7,264 

Ratio of losses to . 

premiums........ 32.590 57 . 79% 1.979% 

Ratio of recover- 

ies to premiums . 27 . 660 42 60, 1. 630 

Premiums per $109 

of insurance...... $1.25 $1 08 dle. 
(estimated ) 

Losses per $100 of 

insurance........ 4le. 63ec. 1.6e. 

Recoveries per 

$100 of insurance. 35e. 46e. oe. 


“Of the thirty-six fires that occurred 


1910 
Reports 
from 200 

companies 


$192, 364,228 


1,354,068 
261,982 


| 


152,738 


19 3x 
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in 1910, it should be stated, there oc- 
curred in park properties and one in a 
dwelling-house, which, of course, are not 
a necessary part of the equipment of 
an electric railway, and several others 
upon premises not used in railway oper- 
ation.” 


“Abolish Negligence.” 

“The prevention of loss of life,” con- 
tinues the report, “is not merely a finan- 
cial question; it’s a moral question. 
Every fire, or nearly every fire, is the 
result of some one’s carelessness. Abol- 
ish negligence. Insist upon care and 
cleanliness on every building and in 
every car, as there should be no care- 
lessness in this respect, there should be 
no fire in any railway property because 
of negligence of employes. To provide 
against possible losses arising from out- 
side causes, or from unpreventable ac- 
cident, insurance may be carried; but, 
with the hazard of fire practically elim- 
inated, rates should be very low.” 





1] 


Manager Frank Lock to Attend New 
England Round-Up. 





Among the interesting features at 
tending the visit of President South 
gate of the National Association of 


Local Fire Insurance Agents to the New 
England field, is the acceptance of an 
invitation from the Massachusetts As 
sociation by Manager Frank Lock of 
the Atlas, to attend the final round-up 
of the New England trip at Boston on 
Saturday, October 21. 

Mr. Lock is president of the Eastern 
Union and one of the best talkers 
among the company managers on in- 
surance subjects. Among other guests 
at the Massachusetts meeting will be 
President Wheelock of the Boston Board 
of Fire Underwriters, President Cowles 
of the Connecticut Association, Presi- 
dent Henshaw of the Rhode Island As- 
sociation, President Merrill of the New 
Hampshire Association and President 
McClure of the Maine Association. 
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Fire Extinguisher 
SAFE—RELIABLE—INEXPENSIVE 
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FONE QUART FIRE EXTINGUISHER ] 
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NO WATER DAMAGE 


Our one quart brass and nickel fire extin- 





fire appliances issued by the National Board 
of Fire Underwriters. 


“WE Inspection Label 


NO FREEZING 


UP-KEEP EXPENSE 
OR CHILD CAN OPERATE 


included in the lists of approved 


Your assured need «‘Pyrene” in their homes, 
——— —— —_——— —_—_———— 






stores, factories, automobiles and motor boats. 


WRITE TODAY for agent’s 
lists and descriptive booklet. 








discounts, price 








Pyrene Manufacturing Co. 


410 East 32nd Street, 





NEW YORK CITY 


i eel 








ONE QUART FIRE EXTINGUISHER 
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UNDERWRITERS LABORATORIES, INC. 
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San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 





office in Liverpool 








U.S. Cash Assets, Dec. 31, 1910 $13,745,408.53 
Surplus, - += = «=  5,155,974,57 
Losses Paid by Chicago Fire, 1871 3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire, 1904 — 1,051,543.00 










Liverpool 
mor ondon 
m> Globe 
Insurance Zo. 


Over $122,000,000.00 


Losses Paid in the United States 





HENRY W. EATON, 
MANAGER 


G. W. HOYT, 
DEPUTY MANAGER 


J. B. KREMER Jr. and T. A. WEED, 
AGENCY SUPERINTENDENTS 


NEW YORK OFFICE 
45 William St. 
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EXECUTIVE COMMITTEE MEETS. 





Situation in Large Cities Reviewed at 
Eastern Union Conference Held 
in New York. 


There was a well-attended meeting of 


the Executive Committee of the East- 
ern Union held at the Downtown Asso- 
ciation yesterday afternoon. The princi- 


pal topic of discussion was the report | 
of the Baltimore committee submitted 
by its chairman. In this report the 
situation at Baltimore was reviewed 
and the committee suggested that cer- 
tain action by the Baltimore board be 
sustained by the Executive Committee 
of the Union. This brought out much 
discussion, the result of which was that 
it was apparent that the situation at 
Baltimore was not as acute as it ap- 
peared to be, and that the troublesome 
questions which were disturbing the 
Baltimore board could be well handled 
by that board without further assistance 
from the Union. The report was, there- 


fore, referred back to the Baltimore 
committee for further consideration, 
with the request that it report to the 


next meeting of the Union, which is to 
be held on November 9. 

The, committee of Boston reported 
that it had had several meetings and 
was making progress toward the solu- 
tions of problems which confronted it 
Committees on Buffalo, Philadelphia 








and Pittsburgh reported that there was 
nothing of special interest needing at- 
tention at the present time. 

An important communication from a 
committee of Brooklyn agents was re- 
ceived and given careful consideration, 
and was referred to the secretary for 
proper answer. The Brooklyn agents 
seek another conference. 

The situation at Washington, D. C., 


was discussed and referred to a com- 
mittee of five to be appointed by the 
chairman. The next meeting of the 


Union being the annual meeting, a mo 
tion was made that a committee on no- 
minations be appointed by the _ presi- 
dent to bring in nominations for the 
officers of the Union for the ensuing 
year.—Journal of Commerce. 


CONSERVATION. 


President Southgate of Local Agents 
Association Addresses Large 
Audience at Hartford. 


J. H. Southgate, president of the Na- 
tional Association of Local Fire Insur- 
ange Agents, addressed a large audi- 
ence at the annual gathering of the 
Connecticut Association of Life Insur- 
ance Agents at Hartford on Monday 
night. 

He paid high tribute to the ability 
and integrity of the fire underwriters 
of the Capital city, saying in part: 

“Almost ali the forward movements 
of this great land of ours have been 
born within an area of fifty square 
miles of where you sit. With such a 
legacy, with such a history, you may 
well start the forward movement that 
the business world expects from the in- 
surance men—companies and agents 
alike. Cut out the unfairness, the look- 
ing out for the dollar in preference to 
future glory, and stand like men for 
the right principles not only in insur- 
ance work, but in government, in so- 
cial and economical life, in all the 
ramifications of business, and you will 
learn to-morrow, if you do not know it 
to-night, that this is the best soil in the 
country, not only for potatoes, for 
apples and corn but for the production 
of men.” 


Fighting Separation on Pacific Coast. 


Bitter opposition to the separation 
program of the Pacific Board continues 
to be waged by the non-board agents of 
the Northwest. The local men of Wash- 
ington and Oregon, at a general meet- 
ing held some days ago in Seattle, de- 
nounced the movement in harsh terms, 
and decided to appeal to the general 


public to aid in defeating it. 





WANTED IMMEDIATELY 





ONE 
our GENERAL AGE 
in the STATE on NOVED 
care of ‘prese nt business on our books. 






as well as the CLASSI 


COMPANIES already qualified in 


or TWO vite, negrance Companies in MISSISSIPPI to OPERATE through 
CY, as we will discontinue writing for ONE of our Companies 
MBER Ist., next, and need immediate connection to take 


We can give immediately, to the right kind of Company. a PLANT of at least 
50 large and old established agencies, and are satisfled that the PREMIUM INCOME, 
ASSIFICATION will be entirely satisfactory in every way. 
MISSISSIPPI wishing to increase their 
CHANCES for a more profitable business, or those desiring to enter the State, will 
do well to communicate with us without delay. 


Address, UNDERWRITERS GENERAL AGENCY CO., Ltd. 


Fred. C. Stockdell, General Manager 
New Orleans La. 








ASSETS 
Bonds and Stocks............- $7,491,467.60 
Loans on Bond and Mortgage. 1,470,175.00 
Real Estate unincumbered.... 657,740.69 
Cash on hand and in banks.--. 393,990.34 
Cash in hands of Agents....... 778,919.71 
$10,792,293.34 





NATIONAL FIRE INSURANCE CO. | 


OF HARTFORD, CONN, 
JAMES NICHOLS, President 


STATEMENT, JANUARY Ist, 1911 


SURPLUS TO POLICYHOLDERS $3,645,909.35 





LIABILITIES 


rene $1,000,000.00 
eserve for Re-Insurance...... 6,075,294.78 


Reserve for Outstanding Losses 646,089.21 
Reserve for Taxes, etc.. “d 125,000.00 
Special Reserve for Contingent 
RE as 000.00 
PN PE adietanvcesiswscicc 2,645,909.35 


$10,792,293.34 











W. W. LENOX. 
President-Elect of New York State 
Association a Prominent Figure in 
Field Circles for Years. 





Lenox belongs the honor of 
being elected the first president of the 
Underwriters Association of ‘New York 
State since the new constitution of the 
organization was adopted, he having 
been chosen at the recently held an- 
nual gathering, though he will not as- 
sume office until January 1, 1912. 

Mr. Lenox began his’ insurance 
career in 1893 as clerk in a Glens Falls 


To W. W. 


local agency. Having learned tow to 
secure and handle business, the Hart- 


ford Fire concluded that he was of the 
proper timber to instruct others to 
same end, and in 1902 appointed him 
special agent for the Company in East- 
ern New York. This post he has con- 
tinued to fill to the present time, ex- 
tending each year the popularity of the 
Hartford Fire, and adding to his al- 
ready large number of personal friends. 
While loyally devoted to the interests 
of his Company Mr. Lenox has always 
appreciated that he owed a service to 
the business at large, and never failed 
to render it. Joining the State Asso- 
ciation in 1903, he was elected a mem- 
ber of its executive committee two 
years later, and retained continuously 
upon that body ever since. He was 
successively second vice-president, first 
vice-president and is now president- 
elect of the organization, an advance- 
ment wholly logical and thoroughly 
deserved. 





Indiana Insurance Directory. 





From the press of The Rough Notes 
Company, Indianapolis, we have been 
favored with a copy of the Indiana In- 
surance Directory; conveniently ar- 
ranged, well printed and substantially 
bound in leather. 

In addition to being a complete di- 
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rectory of all agents licensed to trans- 
act business in the State for all classes 
of insurance, arranged alphabetically 
as to towns and companies represent- 
ed, it contains a synopsis of the insur- 
ance laws of Indiana, a tabulation of 
premiums and losses for the past five 
years for all companies operating in 
the State, a list of the field men of all 
fire insurance companies, a complete 
list of all companies licensed to do 
business in the State together with 
their financial standing and the depart- 
ment managers having jurisdiction in 
Indiana. The population (1910 Census) 
of towns is given and data as to fire 
protection. The price is $2.06, de- 
livered. 





LICENSED IN NEW YORK. 





Yorkshire Fire Begins Writing—will 
Now Seek Entry Into Other 
States. 

Authority to operate in New York | 
was granted the Yorkshire Fire, of Eng- 
iand, some days ago, and the Company 
igs now writing through its metropolitan 
agents, W. S. Brown & Company. } 

Application for entry into other States | 
will at once be made by the Company’s 
United States managers, Frank & Du 
Bois. 








Specializing on “Italian Business.” 





From a Pennsylvania town an ap-| 
plication for its local representation 
was had by a leading insurance com-| 
pany here a day or two ago. An exact | 
copy of the letter soliciting a connec- 
tion reads thus: 

“I will write you these few lines to} 
let you know I have just started in| 
real estate business and will like to} 
be a agent in for your Co. | 

“I think I can good business for your 
Co. oncount there is so many thousand | 





Italian in —— without have any Ins, | 
on there propt. becaus there is no 
Italian fire Ins. agent in —————. If| 


| you will accept my name to repeasend | 


your Co. I will be the first Italian agt. | 
in ——. I hope you will send me an! 
answer soona.” 


BRITISH AMERICA 
ASSURANCE CO. 


INCORPORATED 1833 
Head Office: Toronto, Canada 
UNITED STATES BRANCH 


January 1, 1911 
PG cwxenaccinceps vseesddaeiones $1,596,003.08 
ee ae er 688.891.93 


AION. GEO. A. COX, President 
W. R. BROCK, Vice-President 
W. B. MEIKLE, Gen. Manager 





1sc9 
FIFTY-SIXTH YEAR 


FARMERS’ 


1853 


FIRE INSURANCE 


COMPANY 


YORK, PENNSYLVANIA. 


miawed $1,021, 263.40 
409,580.06 





W: H. MILLER, President 
A. S. McCONKEY, 
Secretary and Treasurer 








“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 
(LTD., OF LONDON) 


ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paid - - $85,000, 000 
Losses Paid in U. S. - $28,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 


55 John Street 


NEW YORK CITY 








The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs for 
Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL SERVICE 


EXECUTIVE OFFICE 
30 Vesey Street, New York 


AGENCIES 


178 Devonshire Street, 
62 $ Monadnock Building, 
1300 Traction Building, 
731 Wabash Building. 
«08 Dwight Building, 
915 Postal Building, San Francisco, Cal: 
326 Central Buildin Seattle, Wash. 
Utica Fire Alarm Telegraph Co., . 
Utica, N. Y. 
The Northern Electric & Mig. Co., Ltd. 
ontreal, Can. 
General Fire Appliances Co., Ltd 
gonapnesburs. "South Africa 
Colonial Trading Co., Ancon ; 
Canal Zone, Panama 
F. P .Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 


Boston, Mass. 
Chicago, Il. 
Cincinnati, O. 
Pittsburg, Pa. 
Kansas City, Mo. 

















THE SCRANTON FIRE 


INSURANCE COMPANY 








SCRANTON, PA. 
“NOT THE OLDEST—NOT THE LARGEST—JUST AS GOOD” 


Agency Connection Solicited Where Not Represented 


Te Be 
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MAY INVESTIGATE RATES: 


OF 





POWER INSURANCE 


Superintendent Hotchkiss Makes an Im- 
portant Ruling Concerning Recently 
Enacted Law. 


DEPT. 





The State Insurance Department has 
power, under an act passed by the 
Legislature this year, on the recom- 


mendation of the Merritt Investigating 
Committee, not merely to supervise and 
examine so-called rate-making associa- 
tions, but also to look into any rate 
charged by any corporation authorized 
to transact fire insurance business in 
this State, to determine whether such 
rates are discriminatory, according to 
a decision announced by State Super- 
intendent of Insurance Hotchkiss. 

The following statement was issued 
by the State Insurance Department: 

“Superintendent Hotchkiss has reach- 
ed a decision in the matter of -the 
alleged discrimination practiced by the 
Liverpoo] and London and Globe Insur- 
ance Company in favor of the members 
of the Automobile Club of America. It 
will be recalled that certain New York 
City fire insurance brokers recently 
complained to the department that this 
company had entered into a contract 
with such club whereby it would write 
automobile fire insurance policies on 
the cars of the members of such club 
it eighty per cent. of the rate generally 
charged, and that there was a hearing 
on such alleged discrimination last 
week. 

“At such hearing, it appeared that, 
n deference to the views of the depart- 
ment that this was a violation of the 
new law prohibiting discriminations, 
the company had discontinued the prac- 
tice and did not intend to resume it. 
or this reason, there being some doubt 


to a technical breach of the law 
none of the policies written by this 
company for members of such club 


having been so written after September 
1, when the law went into effect—the 
memorandum of the superintendent, 
filed to-day, indicates that the pending 
proceeding has been dismissed. 


“Such memorandum, however, dis- 
cusses the meaning of the new law 
against discriminations and its inter- 


relation with the coincident statutes 
prohibiting rebating and requiring the 


licensing of agents and brokers, and 
the following conclusions are stated: 
“First: That Sec. 141, enacted by the 


recent legislature, gives the department 


power, not merely to supervise and 
examine so-called rate-making associa- 
tions, but, also, to look into any rate 
charged by any corporation authorized 
to transact fire insurance business in 
the State, to determine whether such 
rate discriminates unjustly between 
risks similarly situated and having the 
same fire class record. 

“Second: That, so far as automobile 
insurance policies are written by fire 
insurance companies and insure against 
the fire hazard, the function of the de- 
partment is the same, 

“Third: That, consequently, the de- 
partment has jurisdiction to examine 
into the basis of rates of any rate- 
making association which purports to 
fix rates on automobile policies involvy- 
ing the fire hazard. 

“At the hearing, it was urged that 
these powers were limited to corpora- 
tions forming part of such rate-making 
a: sociations and that to rule otherwise 
would be tantamount to declaring that 
the State of New York had undertaken 


to make the rates of fire insurance. AS 
tc this, the memorandum states: 
To Prevent Discrimination. 
“There is no magic in the phrase 
“rate-making associations.” ° s . 
The purpose of this section is to pre- 
vent discriminations, not between cor- 
porations obligated ‘by contract or in 


honor bound to accept the decision of 
a rate-making association and com- 
panies not so obligated, but, in the 
rates charged citizens of New York by 
any specified corporation authorized in 


this State. The rate-making associa- 
tion does not “make the rate,” if 
suggests it; the insuring corporation 


both makes and charges the rate which 
the citizen pays.’ 

“In answer to the contention that, 
in issuing an automobile policy, a fire 
insurance corporation was giving in- 
demnity against a transportation hazard 
aud, therefore, was doing the business 
of marine insurance, the memorandum 
states: 

“*The test by which this question is 
to be determined is, not the character 
of the property insured, but, the words 
of the section itself. If, as previously 
concluded, the discrimination practiced 
ky a corporation may, after proper en- 
quiry and hearing, be ordered removed, 
any. corporation which is ‘authorized 
to transact the business of fire insurance 
within this State’’ is, by the words just 
quoted, made subject to a proceeding 
tu that end. * * * This does not mean 
—as has been suggested in some quar- 
ters—that *** the State has un- 





Pennsylvania, 


325 Walnut Street, 


Lumber of N. Y. 
Peoples National 


Continental 

Firemens 

Granite State 

Jefferson, Pa. 

Peoples National 

St. Paul Fire and Marine 


Teutonia 
Western of 


ST. PAUL FIRE AND MARINE AGENCY 





CLARENCE A. KROUSE & COMPANY 


General Insurance Agents 


Representing the following companies for Philadelphia 


For Eastern Pennsylvania and Southern New Jersey 


General Agents Commercial Casualty Co. of Newark 


New Jersey 
Philadelphia, Pa. 


Hawkeye and Des Moines 
Scranton Fire Ins. Co. 


Concordia 

Lumber of N. Y. 

Franklin, Pa. 

Hawkeye and Des Moines 
Citizens of W. Va. 

Phoenix, Hartford 
Springfield Fire and Marine 


Pittsburg 


FOR AUTOMOBILE FLOATING POLICES 











dertaken to make rates. The State has 
justly undertaken to unmake rates which 
unjustly discriminate.’ 

“The memorandum concludes in dis- 
cussing the contention of insurance 
company and the club that the surround 
ing circumstances—namely, such 
fre proof garage, the low loss ratio ot 
previous insurances to its membership, 
and the like justifying such dis- 
crimination, as follows: 

“Clearly, if a fire insurance company 
should give a lower rate to a corpora- 
tion owning one hundred taxicabs than 
it gave to a corporation owning ten 
such vehicles, there would be little de- 
bate based upon the moral hazard of 
the officers of such corporation as to 
where such taxicabs were kept or as to 
the rules regulating the drivers thereof 
Just as clearly would it seem to be the 
duty of the department to order dis- 
criminations removed where the persons 
in whose favor the discriminations are 
made are members of a single organiza- 
tion, there being concededly many per- 
sons of the same class owning generally 
the same kind of and 
similarly reliable chauffeurs, 
perchance, are not associated 
* * * The same kind of an 
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as 


cars employing 
but who, 
together. 
argument 


would justify a railroad’s rebate to a| 
big and well-managed manufacturing 
corporation as against a small and 
struggling shipper. While insurance 
companies are not common carriers, 
the principle is the same.’ 

“It is thought that this New York 
law, as thus interpreted, carries the | 
supervision of insurance rates and the} 


preventing of discriminations and re- | 
bates in connection therewith much} 
farther than the law of any other State 
has yet gone.” 


PROMOTING $3,000,000 COMPANY. 





Pratt & Griggsby Undertake Organiza- 
tion of Republic and Dominion F. & 
M. of Minneapolis. 


Having ‘successfully organized 
Western States Life Insurance 
pany, of San Francisco, J. R. 
W. E. Griggsby, now plan to launch the 
tepublic and Dominion Fire & Marine | 
Insurance Company of Minneapolis. — 


the 
Com- 
Pratt and 


capital is fixed at $3,000,000. The in-| 
corporators are: W. G. Taffender, C. 
A. Greenwood, A- M. Sossong, E. T 


3auer, O. E. Safford, D. D. Benedict, 
W. C. Brooks and Robert Jamison. 

Mr. Taffender, who is acting president 
of the organization, is an insurance jour- 
nalist of San Francisco. 


More Money for the New Jersey Fire. 
- | 

Additional funds continue to be had 
by the New Jersey Fire, of Newark, the 
latest increase being $200,000, one-half 
each being placed to capital and to sur- 
plus account. The process will be re- 
peated until the million dollar mark be 
reached. In celebration of the latest 
advance President W. G. Whilden gave 
a dinner to the staff of the New Jersey 
Fire and some of its numerous friends. 
The affair was wholly informal and 








highly enjoyable, as one might expect of | 
| a gathering directed by Messrs. Whilden 
| & Hancock. } 
| ———— | 
Visitor from Sweden. 
sina 

| A distinguished visitor to New York | 
is John M. Wennstrom, general inspector 
of the foreign department of the Svea 
| Fire & Life of Gothenburg. M. L. Dun- | 
|can, the Company’s United States man- 
ager, recently returned from a most en- | 
joyable visit to Sweden and other Eu- | 
ropean countries. | 
j Ss 


Desirable Connections Both. 
| Following its admission into North} 
| Dakota, the Nord-Deutsche Insurance | 
| Company of Germany, appointed Thom-| 
jas Baker, Jr. and Co. its agents at 
Fargo; while Burkley and Tierney were} 
| given the agency at Louisville, in Ke 


| ately the Compaay was licensed in Ken- 
| tucky. 


, Cash Capital - 






‘The Leading Fire Insurance Company 
of America.” 





- $5,000,000.00 


WM. B. CLARK, President. 
W. H. King, Vice-President. 
Henry E. Rees, Secretary. 
Assistant Secretaries, 
A. N, Williams, E. 8. Allen, 
E. J. Sloan, Guy E. Beardsley 
W. F. Whittelsey, Jr., ‘‘ Marine” 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 


ORGANIZED 1859 


Cash Capital. .... $1,000,000.00 


Assets......... 6,648,971.67 
Net Surplus 2,021,740.21 
Surplus for Policy 

Holders ....... 3,021,740.21 


HEAD OFFICE 
Cor. William & Cedar Streets 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 

Cash Capital - - $1,000,000.00 
Cash Assets - - 4,820,678.00 

Cash Surplus to Policy 
Holders - - - 2,288,079.00 
The real strength of an insurance company is in 
the conservatism of its management, and the man 
agement of THE HANOVER is an absolute as 


surance of the security 


of ite policy 

R. EMORY WARFIELD -_ President 

JOSEPH McCORD §$ - Vice-Pres, & Sec’y 

WILLIAM MORRISON -_ Asst. See’y 

JAMES W.HOWIE - - Gen. Agent 
HOME OFFICE: 

Hanover Bidg., 34 Pine St. 
NEW YORK 








InteR-StanE RiRB: 


INSURANCE 


ComPANT; 
HOME OFFICE 


BIRMINGHAM 
ALA. 


A 
SOUTHERN 
COMPANY 


WITH 


A NATIONAL 
SCOPE 





J. F. STOCKDELL 
Asst. Manager 


W.L. REYNOLDS 
Vice-Pres. and Mgr. 
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NOW THE AMAZON FIRE. 





Oklahoma Company Decides to Change 
its Name and Thus Avoid 
Confusion. 





To escape any possible confusion on 
the part of the general public, the man- 
agement of the Western and Southern 
Fire, of Oklahoma City, Okla., decided 
to change the name of the Company to 
the Amazon Fire. 

There are a number of insurance cr- 
ganizations containing the words West- 
ern or Southern in their title, and it 
was to save confusion with these that 
the distinctive name of Amazon was 
fixed upon. 

The Company, of which C. H. Eckford 
is secretary, has a paid-up capital of 
$173,475 and a surplus of $193,519. 


SEPARATION IN THE WEST. 


Attorney-General of Minnesota Studies 
Issue from Legal Stand- 
point. 

A strong fight against the extension 
of separation in the Middle West is be- 
ing made by companies, members of the 
Western Insurance Bureau, who are 
seeking to enlist the aid of the various 
State insurance departments in their 
behalf. 

Several days ago a hearing upon the 
question was had by the Attorney-Gen- 
eral of Minnesota, representatives of 
companies both in favor and opposed 
to the practice presenting arguments. 

Decision in the case was reserved by 
the law officer. 








GIVEN PHILADELPHIA AGENCY. 





Cc. A. Krouse & Company Add Ben 
Franklin Underwriters to List 
of Companies. 

Added writing capacity has been se- 
cured by the progressive Philadelphfa 
agency of Clarence A. Krouse & Com- 
pany through its appointment as repre- 
sentative in its home city and vicinity 
for the Ben Franklin Underwriters, of 
Pittsburgh. The organization repre- 
serts a capital of $1,000,000; assets of 
$3,130,932, and a net surplus of $63: 
661, thus putting behind its policies 
unquestioned financial strength. 

The combination of the Krouse of- 
fice and the Ben Franklin Underwriters 
should prove a mutually advantageous 


one, 








Merchants L. & C. Co. of Minneapolis. 





On September 12, the date of an ex- 
amination of the Merchants Life and 
Casualty Company of Minneapolis, by 
the Minnesota Insurance Department, 


the organization was shown to possess 
aggregate assets of $29,011.76, and a sur- 
plus of $7,431.54. Other items reported 
are: Income, Jan. 1 to Sept. 12, $105,- 
286; disbursements, same period, $97,- 
235; total liabilities, $8,708; reserve 
fund, $12,872. The Company’s member- 
ship numbers 7,782. 





NECKERMAN TO RETIRE. 





Long-Time Manager of Pittsburgh Un- 
derwriters to Devote Himself to 
the Simple Life. 


With the close of 1911 Irvan Necker- 
man, for many years manager of the 
Pittsburgh Underwriters, and a leading 
figure in insurance circles of the Smoky 
City, will retire from active business 
and settle down upon his comfortable 
farm upon the eastern shore of Mary- 
land. Beautifully located and in a high 
state of cultivation, the farm has long 
held an attraction for Mr, Neckerman, 
and once away from his active business 
interests he will be free to enjoy tle 
simple life untrammeled by the worri- 
ment inseparable from insurance affairs. 

Aside from his substantial insurance 
stock holdings, Mr. Neckerman is a 
prominént shareowner in a number of 
Pittsburgh enterprises, and has no 
need to be concerned about his future 
finances. 

As manager of the Pittsburgh Under- 
writers he will likely be succeeded by 
George R. Davies, long his chief aid. 





NEW BROKERAGE HOUSE. 





Business of Jameson & Frelinghuysen 
Taken Over by New 
Firm. 





Under the name of the Exton-Hall 
Brokerage & Vessel Agency, B. N. 
Exton and Charles 'M. Hall have form- 
ed an organization to take over the 
brokerage business of Jameson & Fre- 
linghuysen, Inc., of New York city. 





Retires from S. E. U. A. 





Seeking to reduce expenses and also 
to effect reinsurance arrangments with 
non-membership offices, the  Inter- 
State Fire, of Birmingham, and the 
Augusta Fire of Augusta, have with- 
drawn from the South-Eastern Under- 
writers Association. 





Broad in Its Application. 





That the Texas law requiring reinsur- 
ance upon all business in the State be 
placed in companies licensed in Texas, 
applies to both grain and cotton rein- 
surance, is the decision of Assistant 
Attorney-General Walthall, to whom the 
question was submitted. 


FIRE AND LIFE INSURANCE STOCKS. 


(Quotations furnished by E. 8. BAILEY, Broker, 66 Broadway, New York City) 




















DIVIDENDS | Bid | asxra 
COMPANIES CAPITAL Approx. When price | price 
Annl. Div. Payable per ct. 
Cha 68 Wet Tbk sevccnccssdaccsscssesiensasias $500,000 10 Q 160 200 
Common Wealth. ......ceeecceeeccceeeeeeeeees 500,000 10 J&J 326 ee 
el ial chickens xeniiake sseseeees| 2,000,000 50 } Jad 1000 «| 1625 
Empire City ....---.--+++- eee 200,000 | 8 | Jad 190 ae 
Fidelity- Phenix eeses 2,500,000 10 J&J 295 310 
German Alliance.... 400,000 15 Jad 300 320 
German-American. 2,000,000 30 J&J 500 515 
Germania ($50) Fire - 1,000,000 20 J&J 300 310 
Glens Falls ($19).. oe ecesecoce ses 200,000 30 JI & | 1525 oe 
Globe & Rutgers.. seee er eesecereessceses 400,000 40 475 500 
Hanover ($50).. ccvcccccccccccccesccccssce| 1,000,000 16 200 225 
HOMO Fire « .--ccccccc.cccccccesccccsecccceccs| GOOUO | 35 J J 700 715 
ESR meee es & 200,000 | 10 Jad 165 175 
Niagara ($50) ....---.-.eececeeececcescccscees 1,000,000 20 Jad 200 305 
North River ($25). .......--+seeceeeeeeeseeees 350,000 10 A&O 150 165 
Pacific ($25) seen eeeeeeneeeeeseceesesesserseees 200,000 | 14 J&J 185 aie 
Stuyvesant --.---.-sececeeecceceecencencenecs 400,000 10 J&aJdI 150 as 
SAME DEMRON EE ID o 505. cccecesccsnescsescaes 400,000 v : 90 100 
Westchester ($10) ....--...---. ce ceee ec eeeeee 300,000 40 F&a 490 510 
Williamsburg City ($50) ....... wees eeceeees 250,000 20 Jad 370 395 
LIFE | 
IN ON in 5s Kilasgpehntcneesacscvewasabad 2,000,000 | 15 Q 650 660 
Connecticut General... ..............000-000e 300,000 & Jad 250 are 
DE accte uatekwinta  Meseenecessanans 100,000 7 A 300 alle 
hia lt Ld oleate aaah enemiainee 12 Jad 210 225 
ER a cacdushccwaglspaceksien deseo 10 JaJ 150 ae 
ce chee rebedirensheeetensenken 12 M&N 275 nae 
Manhattan Life 26 O&F 400 425 
Metropolitan {$25 7 M&N 155 175 
Prudential ($5 0). Y 10 450 500 
ES ELL 2,500,000 20 900 an 
I I ENG ceic cicadas becesxcesscces 64, T&J 90 | 105 
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ADOPT SEVERAL CHANGES. 
Suburban Exchange at Quarterly Meet- 
ing Amends Its Agreement 
Somewhat. 








At the quarterly meeting of the 
Suburban Fire Insurance Exchange of 
this city held yesterday, an amendment 
to Article 4 in the Agreement was 
adopted. The clause now reading: 

“But this shall not be held to pro- 
hibit a regular, duly authorized agent 
in a county in New York State, and 
not in New York city, contiguous to Sub- 
urban Fire Insurance Exchange terri- 
tory, from becoming a member of the 
Local Board in the adjoining county,” 
etc, 

The above is to exclude agents in 
New Jersey or Connecticut from eligi- 
bility to associate membership in the 
Local Boards of adjoining counties in 
the territory of this Exchange. Agents 
in Dutchess and Orange Counties, N. Y., 
have been admitted to adjoining Sub- 


WESTERN ano 
ATLANTIC FIRE 


INSURANCE CO. 
NASHVILLE, TENN. 

: $200,000.00 

NET SURPLUS - $134,000.00 


H. H. RIMINGTON, Manager 


CAPITAL - - 


C. A. ROWLAND, Special Agent 
21 S. Linwood Ave. - - Crafton, Pa. 
OPERATING IN 
Pennsylvania, Ohio, Maryland, Virginia, West 


Virginia, Tennessee, Kentucky, Alabama, 
Louisiana, Indiana, Illinois and Colorado 





urban Exchange Local Boards, but the 
practice of this Exchange has been to 
decline to admit agents of other States. 
The by-law as it now reads does not 
explicitly so state, and the correction 
proposed is for the purpose of express- 
ing more clearly the rule of the Ex- 
change. 

While the subjoined affecting the de 
viation committee was considered no 
action thereupon was taken, the mat- 
ter being referred to a special commit- 
tee for further review: 

“The Deviation Committee shall have 
power to examine the books of any 
office or agency, and also to examine 
under oath any person or persons con- 
nected with such office or agency; such 
power to be exercised upon a majority 
vote of the Committee after a complaint 
made, or upon the Committee’s own 
initiative if so voted unanimously by 
its members. The Committee shall, 
when necessary or desirable, employ a 
professional accountant or auditor, who 
shall have power to examine the books 
of any office or agency alleged to have 
deviated, when directed so to do by the 
Committee. The refusal of any member 
to testify to any question pertinent to 
the complaint, or his refusal to sub- 
mit to the examination ordered by the 
Deviation Committee, shall be deemed 
an admission of the truth of the charge 
under investigation.” | 
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JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 








LOUIS SHERWOOD 


REPRESENTING 
Fire, Casualty and Surety Co’s 
15 Exchange Place, Jersey City, N. J. 





EXCELLENT FACILITIES FOR HANDLING 
BROKERS LINES. Phone, 33 Jersey City 








SURPLUS LINES 


D.C. SCHUPP & CO. 
159 La Salle Street, Chicago 


Lines placed anywhere in U. S. and Canada 
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ARNOLD & WANNEMACHER 
REPRESENTING 

Teutonia of Allegheny, Pa. 

Humboldt of Allegheny, Pa. 

German American of Pittsburgh, Pa. 

Detroit of Detroit, Mich. 


438 WALNUT ST., PHILA., PA. 








HERBERT BUXTON, Pres. and Mgr, 


Buxton Insuring Agency 


63 William 8t., New York 


Excess Lines handled anywhere. 
connections at Lloyds, London. 


CORRESPONDENCE SOLICITED. 
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ATLANTIC CITY, N. J. 


Representing Eighteen Leading | 
Fire Companies 
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for 
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LARGE AREAS SUBJBCT 10 FIRE 


CONDITIONS AT RAHWAY, N. J. 








National Board Engineers Review City’s 
Protective Facilities and Suggest 
Numerous Improvements. 





Because of the predominance of frame 
construction, weak brick ‘buildings, ab- 
sence of fire breaks and barriers, and 
narrow ‘streets, a condition exists in the 
mercantile district of Rahway, N. J., 
according to the engineers of the Na- 
tional Board of Fire Underwriters, that 
makes large areas subject to one fire, 
“especially as many of the roofs are 
shingled.” 

Present Protective Facilities. 

Rahway’s present protection against 
fire consists in a municipality owned 
water system, the source of supply being 
the Rahway river. Water is pumped to 
a steel standpipe 125 feet high, and hav- 
ing a capacity of 460,000 gallons. From 
the standpipe the water flows by gravity 
to consumers, after being filtered. The 
pressure in the business district is 42 
pounds, increased to 60 pounds in case 
of fire. 

“From the pumping station, two 12- 
inch mains extend south about % mile, 
where they connect and feed two 10- 
inch, extending north and south, and 
a 12-inch; the last continues through 
th: mercantile district; other mains are 
mainly 6-inch, often in long lines infre- 
quently supported. Dead ends are fre- 
quent, * ¢ © 

“There are 156 gate valves, 4 inches 
and larger, in the system; the average 
length of main, in and about the mer- 
cantile district, that would be cut out 
by a break, is 850 feet, with many sec- 
tions over 1,000 feet. The 12-inch line 
on Main street is very poorly supplied 
with gates. Valves are inspected only 
at irregular intervals and as operated.” 

Fire Department. 


The fire department consists of one 
engine company; four active and one 
reserve hose company; two hook and 


ladder companies and a chemical com- 
pany. The service, wholly volunteer, 
is made up of 255 men. 

“Except for a short period in the 
evening, fire stations are closed, with 
no one on duty. Companies are fairly 
well located for the protection of the 
principal mercantile, manufacturing and 


higher value residential districts, but 
distances traversed in responding to 
fires in extreme outlying districts are, 


in some cases, as great as 1.2 miles. 
Every point in the principal mercantile 
district has protection within 700 feet. 
Chemical service consists of the chemi- 
cal engine and the small hand extin- 
guishers carried by the hose wagon and 
ladder trucks.” 
Fire Alarm System. 

The fire alarm system is “a single, 
all-metallie circuit, actuated by a bat- 
tery of the gravity type, consisting of 
22 cells mounted on a wooden shelf, at 
the pumping station. Other equipment 
consists of two galvanometers, one for 
testing strength of batteries and one for 
use in testing for grounds, and a ground- 
ed lightning arrester of unapproved 
type, a large gong in the pumping sta- 
tion, a tapper at the residence of the 
chief, and 11 boxes. Protection consists 
of open string fuses of unknown ca- 
pacity at the entrance of the circuit to 
the pump room. The circuit is about 
5 miles long and is carried on poles with 
both electric lighting and telephone 
wires; in a few instances it is on the 
same cross-arm with telephone wires, 
but in most cases on poles with series 
street lighting circuits. It is of No. 10 


copper wire, about one and one-half 
miles having triple-braided weather 
proof insulation, and the remainder 


single-braided insulation, much of which 
is in very poor condition. Wiring at 
the pumping station is fairly well in- 
stalled, but the generally poor and weak 
condition of overhead wiring calls for 
an immediate reconstruction of the 
system, 

“The total number of boxes is 11; 6 


are of Gamewell and 5 of Universal 
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make; all are spring-actuated, with trig- 
ger pull and brush-break contacts. Five 
boxes are of the non-interfering type. 
Each box is provided with a key at- 
tached under guard, a lightning arrester, 
5 of which are of an unapproved type, 
small tap bell, and a key for sending 
special signals. Lightning arresters and 
outer cases of boxes are not grounded. 
With the exception of one box, attached 
to a building, all are mounted on poles; 
they are generally dingy and inconspicu- 
ous, and supporting poles are not dis- 
tinctively marked. The lead wires to 
the boxes are partly protected by iron 
pipe about 5 feet long, screwed into the 
top of box cases. An inspection by a 
National Board engineer showed the 
plain interfering boxes of Universal 
make to be in poor condition; the others 
are in good to excellent condition. Box 
distribution in the business and manu- 
facturing districts is fairly good, but 
about 8 more boxes are needed to ade- 
quately protect residential districts.” 
RECOMMENDATIONS. 

For improving the service the Nation- 
al Board engineers recommend the fol- 
lowing: 





Water Supply. 

1. That the pumping station be re- 
modeled by eliminating combustible ma- 
terial in pump and boiler room, install- 
ing fire doors between pump and boiler 
room, providing wired-glass windows on 
all exposed openings, and placing a fire- 
proof floor and ceiling between pump 
room and engineer's quarters or remov- 
ing the second story and French roof of 
pump room. 

2. That the distribution system be 
strengthened by the early installation of 
the mains given in the table below, and 
by completing the gridiron by install-| 
ing mains in streets in built-up sections, | 

| 





so as to furnish fire supply as follows: 

a. In residential districts, 1,500 gal- 
lons per minute. 

b. In manufacturing and mercantile 
districts, 3,000 gallons per minute. 

The above quantities to be in excess 
of domestic consumption and to be} 
available in any important district about 
any large building or group of buildings 
of special hazard. 

Recommended Mains. 


+ 
a= Along From To 
Ds 
= 
12 Hazelwood Ave. St. Geoger’s Ave. Main St. 
8 Fulton and Irvy- 
ing Streets..... Hazelwood Ave... Lewis St. 
8 Bryant Street.... Hazelwood Ave... Central Ave. 


8 Central, Easter- 
brook Aves.... 

8 Cherry and 
Lewis Streets.... 

8 New Church St.. 


St. George’s Ave. Cherry St. 
Easterbrook Ave. Main St. 
Union 8t.........0. Central Ave. 


3. That the following be adopted as 
the standard sizes of mains used for 
hydrant supply for all future construc- 
tion: 

a. For residential districts, 6 and 8- 
inch; the former to be used only where 
they complete a good gridiron, and the 
latter in locations where dead ends and 
poor gridironing are likely to exist for 
some time, and in any case in blocks 
600 feet or more in length. 

b. For mercantile and manufacturing 
districts, 8- and 12-inch; the former to 
be used only in sections where they 
complete a good gridiron, and the latter 
for long lines not cross-connected. 

Dead ends to be eliminated wherever 
practicable, and long unsupported lines 
of pipe cross-connected so that eventu- 
ally not more than one hydrant will 
be on a 6-inch main between intersect- 
ing lines, and not more than two hy- 
drants on an 8-inch main between inter- 
secting lines. 

Note.—The National Board believes 





that it is essentially the business of 
each municipality to lay out its system 
of distributing mains, as it is best able | 
to judge of present and future consump- 
tion in each district, and of other local 
conditions involving paving, topography 
pressures, size and type of hydrants, | 
etc.; but practical experience has shown | 
that the above quantities are required 
for good fire protection in districts such | 
as are found in this city, and that a} 
gridiron system of mains of the sizes | 
recommended above is satisfactory only 
when cross-connected at all intersec- 








Surplus Lines London Lloyds 
(ivaranteed Underwriters Only 


We can furnish you two policies covering up to $60,000 on a single risk 
in seventeen (17) syndicates composed of 116 guaranteed names of 
London Lloyds Underwriters that accept American fire business through 
our office. Immediate binders given ; 10% commission paid. If you are 
short of insurance send us full information, including list of the principal 
represented companies and amounts they carry. 


We invite your patronage and promise careful attention to your 
interest. 


MARSH & McLENNAN 


New York Office, 54 William St. Chicago Office, 159 La Salle St. 








Calumet Insurance Company 
CHICAGO 








WHILDEN & HANCOCK 


105 WILLIAM STREET, NEW YORK 


Managers Accident and Health Department 


PACIFIC MUTUAL LIFE INSURANCE COMPANY OF CALIFORNIA 
for New Jersey Incorporated 1868 Assets Over $18,000,000 
Third oldest American Company writing Accident and Health Insurance. 
Assets over $18,000,0U0. Stockholders’ Liability unlimited. Double 
Indemnity Clause includes while on the Platform, Steps and Running- 
Board of any public conveyance. Physicians, Surgeons, Undertakers 
and Dentists receive all benefits of preferred risk without extra charge. 
SEE OUR NEW SAMPLE PULICY. NONE BETTER. 


PACIFIC MUTUAL INDEMNITY COMPANY OF CALIFORNIA 
Incorporated 1906 
Issues the same liberal Accident and Health policies as does the Life 
Company. Territory covered—Southern New York, including New York City. 


All losses adjusted and paid through our office immediately upon receipt of satisfactory proof 











SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 
United States Branch, 100 William Street, New York MORRIS L, DUNCAN, U. S. Manager 
ASSETS, $1,263,938 NET SURPLUS, $570,861 


Financially able to meet its every obligation, and prompt and liberal in doing so 
INSURANCE CoO., Ltd. 


THE YORKSHIRE Scr von enccan 


Is now entering the Eastern States for Agency Business, appointing Representa 
tives in the principal Cities, and will soon be prepared to consider other territory 
ESTABLISHED 1824 
The ‘‘ Yorkshire’ is the Oldest and Strongest of the English Fire Companies 
not heretofore represented in the United States. Ample funds have been fur- 

nished for purposes of United States deposit and investment. 
FRANK & DU BOIS, U. 8S. Managers, 47 William Street, New York 
New York Life Insurance & Trust Co., U. 8. Trustee, New York 
WILLARD 8S. BROWN & CO., Metropolitan District Mers., 1 Liberty St.. New Vork 


WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 


REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA, 
CAMDEN FIRE INSURANCE ASS'N, OF N. J. 
GEORGIA HOME INSURANGE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE iNSURANCE GO., of Onle 


100 WILLIAM STREET ~- - - - New York 
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tions, free from dead ends, and wita 
large secondary cross-feeder mains at 
frequent intervals. 

4. That the distribution system be 
equipped with a sufficient number of 
gate valves, so located that no single 
case of accident, breakage or repair 
to the pipe system in important dis- 
tricts will necessitate shutting from ser- 
vice a length of pipe greater than the 
side of a single block, or a maximum 
of 500 feet, or in other districts, lengths 
greater than two sides of a single block, 
with a maximum of SvU feet. 

5. That in the future all valves be 
inspected at least once a year and rec- 
ords kept of all operations. 

6. Taoat hydrants be installed so that 
toere shall be: 

a. In mercantile and manufacturing 
districts, at least 2 hydrants at street 
intersections and intermediate hydrants, 
not over 300 feet apart, or one hydrant 
tor each 60,000 square feet to be served. 


b. In residential districts, hydrants 
not over 350 feet apart, or one hydrant 
for each 125,000 square feet of area 


served. 

7. That all 
future be provided with at least 
outlets and not less than 6-inch 
and gated connection to main. 

Fire Department. 
consisting of at 


hydrants installed in the 
2 nose 
barrel 


8. That a company 
least 5 full paid men, appointed for 
indefinite terms and removable only for 
cause alter due trial, be established and 
located in a new station in the vicinity 
of Irving street and Milton avenue. To 
be provided with an automobile com- 
bined engine and combing ation hose Wa- 
gon, carrying 250 feet of chemical hose, 
800 feet of 24-inch hose, two 24-foot ex- 
tension ladders, and necessary minor 
equipment. Apparatus te be purchased 
under specifications requiring the pumps 
to be able to deliver 600 gallons at i120 
pounds net water pressure, and at least 
dU per cent. of rated capacity at 2U0 
pressure. Motor to be of 
to maintain a speed ol 
hour on any street in tne 


ised by fire appa- 





pounds net 
sufficient 
5 miles per 
might be 


power 


‘ity which 


% That one of the full paid men be 
made chief of depariment; his duties to 
permits for new 


build- 


include: Issuing ot 


buildings 
ing laws, the Inspe¢ premises for 
xplosives and intammables and en- 
orcement of o1 iting th 
to, and maintenance of the 
alarm system. 


of the 


and enforcement 


tion of 


ere- 


fire 


dinances rek 


Na- 
riters for 


10. That the specifications of the 
tional Board of Fire Underw 
l city fire department use be 
idopted or used guide raming 
pecifications for mew hose, and that 
least. 1,000 feet of hose be 


to be 


‘ for 
yse for 


as a 


hereafter at 
purchased annually; all 
ed annually to 290 pounds 
ind have water run 
every two months. 


hose test- 
pressure 
‘hrough it at least 
furnish- 
pro- 


11. That minor equipment be 
ed as follows where not already 
vided: 

a To each hose wagon: 
oupling, distributing nozzle, 
door opener, nozzle _ holder 
hooks, crowbar, wire cutters, 
jacket, hydrant gate and shut-off 


Siamese 
cellar pipe, 
plaster 
burst-hose 
noz- 


trucks: Burst-hose jacket, 
forcible entry tools, hose 


roller, life net, nozzle holders, 


b. To the 
cle luge set, 
smoke 
surgical 








masks wall nook and chain, 

it, picks and hose hoist. 

That one of the volunteer wagons 
ye equipped with a turret nozzle. 

12. That the volunteer companies be 
ind the command of the full paid 
hief at fires 

13. That not less than 3 men ‘be on 


luty in the full paid any at any 
tume, including meal hours 
14. That all 


volunteers, be regularly dr 


com} 


including 
illed in the 


mem pers 


ise of ladders, quick handling of hose, 
ise of deluge set and other appliances, 
ind in life saving. 

15. That complete records of appa- 
ratus, fires and fire losses and the oper- 


ations of the department be kept. 





MERGER NOW BFPECTIVE| 


CASUALTY ASSOCIATIONS JOIN. 


W. Brosmith Elected President of the 
International Association of Casu- 
alty and Surety Underwriters. 


Through the adoption of the subjoin- 
ed resolution the International Associ- 
ation of Casualty and Surety Under- 
writers became an actuality. The re- 
solution reads: 

“Whereas, The International Associa- 
tion of Accident Underwriters and the 
Board of Casualty and Surety. Under- 
writers have heretofore adopted reso 
lutions the effect of which is to merge 
the said bodies into one, and 

“Whereas, The said resolutions have 
been presented to this meeting in due 
form, it is hereby 

“Resolved, That this 
sisting of the companies 
composing the International Associa- 
tion of Accident Underwriters and the 
Board of Casualty and Surety Under- 
writers does hereby create and resolve 
itself into an association which shall 
be known as the International Associa- 
tion of Casualty and Surety Underwrit 
ers.” 

The 


meeting, con- 
heretofore 


proposed constitution and _ by- 
laws of the merged association were 
then presented and formally adopted 
after some slight modifications, princi 
pal of which was the separation of the 
industrial from the commercial acci 
dent and health section, making a sep 
arate section for the former. The bur- 
glary and plate glass section was also 
separated, each to elect a _ vice-presi 
dent and standing committees. This 
change will result in seven vice-presi 
dents instead of five, as planned. Sev 
eral questions for discussion at to-day’s 
session were submitted, the most im- 
portant of which being the proposed 
merging of the Liability Insurance As 
sociation with the new organization 
The action was taken at a largely at 
tended gathering of casualty underwrit- 
ers in this city on Tuesday, officers for 
the enlarged organization being chosen 
the following day as follows: 
President, William Brosmith, general 
counsel Travelers Insurance Company. 
Vice-President, Personal Accident 


and Health Section, Hedley R. Wood 
ward, vice-president Fidelity and Cas- 


ualty Company. 

Vice-President Fidelity 
Surety Section, H. R. Stryker, presi 
dent Surety Association of America. 

Vice-President Liability Section, J. 
Scofield Rowe, vice-president Aetna 
Life Insurance Company. 

Vice-President Plate Glass 
William F. Moore, president 
sterdam Casualty Company. 

Vice-President Burglary Section, V. 
EK. S. Hoagland, vice-president New 
Jersey Fidelity & Plate Glass Insur 
ance Company. 

Vice-President Industrial 
Section, W. J. Van Aukand, 
Commercial Mutual Travelers 
tion. 

Secretary, F. 
ant secretary Fidelity 
pany. 

Treasurer, 
tary New 
pany. 

Executive Committee; Oscar Ising, 
general manager Ocean Accident & 
Guarantee Corporation; H. G. B. Alex- 
ander, president Continental Casualty 
Company; John Emo, general manager 
Canadian Railway Accident Ins. Co.: 
Edson Lott, president United States 
Casualty Company; C. G. Daniels, pres 
ident Order United Commercial Trav- 
elers. 


Guaranty and 


Section, 
New Am- 


Accident 
attorney 
Associa 


Robertson Jones, 
& Casualty 


assist- 
Com- 


George E. 
Amsterdam 


Taylor, 
Casualty 


secre- 
Com- 


Address of F. J. Moore. 
In speaking upon the passing of the 


Board of Casualty and Surety Under- 
writers, as a separate organization, its 
recent president, Franklin J. Moore. 





at a banquet on Tuesday, 

“Mr. President and Gentlemen: 
Yesterday you merged into one 
organization the International Associa- 
tion of Accident Underwriters and the 


said: 


(Continued on page 18.) 
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THE OLDEST FIRE rate ae COMPANY a BY THE 
ATE OF NEW JERSE 


NEWARK FIRE INSURANCE CO. 


NEWARK, 


Po eer rere 
LIABILITIES--EXCEPT CAPITAL 


SURPLUS TO POLICYHOLDERS.. 


N. J. 


$1,083,679.19 
379,793.79 


$703,885.40 





Responsible Agents wanted in Cities and Towns where 
Company is not now represented 


EDGAR J. HAYNES, Jr., Pres. 


CHAS. M. HENRY, Secy. 











¥ ciel ay 
CONFLAGRATION PROOF 


CAPITAL - 


Total Assets = - 
SURPLUS to Policy 


history of 


All Liabilities, including Reserve - 


Holders - 


the Insurance business 


FRANH C. STURTEVANT 
MANAGER EASTERN DEPARTMENT 


FOURTH AND WALNUT STREETS, PHILADELPHIA 


CALIFORNIA INSURANCE CO. 
OF SAN FRANCISCO, CALIFORNIA 
New York Standard Statement, Jan. 1, 1910 

$400, 
563, 

1,125, 
562, 


This Company has a record unequaled in the 


000 
113 
418 
305 








GRINNELL AUTOMATIC SPRINKLERS 


STEAM AND HOT WATER HEATING 


AND POWER PIPING 





GENERAL FIRE EXTINGUIS 


Executive Offices - - - - 





HER COMPANY 


‘i ProvipEnNcE, R. 


I 





LOGUE BROTHERS & CQO. 
249 FOURTH AVE., PITTSBURG, PA. 


GENERAL AGENTS 


REPRESENTING THE 


GEORGIA HOME INSURANC 


E CO. 


MICHIGAN COMMERCIAL INSURANCE CO. 


CALIFORNIA INSURANCE C 
VIRGINIA FIRE & MARINE 


oO. 
INSURANCE CO. 








95-97-99 William Street, 


TOTAL ASSETS 


THE NORTH RIVER 
INSURANCE CO. 


INCORPORATED 1822 


OF NEW YORK 
N. Y. City 








DEC. 31, 1910 


$2,283,176.32 





United States Fire Ins. Co., Inc. 
Dutchess Fire Ins. Co , Ine. 
(Where not locally represe nted) 
FOR NEW YORK CITY 
AACHEN & MUNICH FIRE INS. CO. 
ALLEMANNIA FIRE INS. CO. 


GENERAL AGENTS 


1824. . 
1906... 


CRUM & FORSTER 


NORTH RIVER INSURANCE CO. BUILDING 


ED ASSETS 

12-31-10 

Empire City Fire Ins. Co., Inc. 1850, .., $1,124,813 

Nassau Fire Ins. Co., Inc, 1852... . |... 849,949 
Peter Cooper Fire Ins. Co., Inc, 1853, _ 





342 
668, 209 





JEFFERSON FIRE INS. CO. 








FIRE ASSOCIATION PHILADELPHIA 


Office: Company’s Building, 407-409 Walnut St. 
Organized 1817 


E. 


C. 


Incorporated 1820 
Cash Capital $750,000 
IRWIN, Fresident 
G. TA RIGUES, Sec 
R. M. KELLY, Jr., Asst. See. 


and Treas 


and 


Assets $8,781,315.14 
T. H, CONDERMAN, Vice-President @ 


Treas. 


Charter Perpetual 














HUDSON UNDERWRITERS 


AGENCY OF THE 


LUMBER INSURANCE COMPANY OF NEW YORK 


CAPITAL 


$400,000 





84 WILLIAM STREET 


NEW YORK 











OPT TRY, 
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Southern Casualty 
Men In Conference 





WONDERFUL GROWTH IN YEAR 


No Sectional Lines At Meeting 
In Memphis 


PRES, JOHNSON ENTHUSIASTIC 


Great Growth of Business in Southland 
Shown in Reports—Many Inter- 
esting Speakers. 


OFFICERS ELECTED 
President 
M. D. JOHNSON, President and Manager 


Peninsular Casualty Co. 
Jacksonville, Fla. 





Vice-President 
H. D. HUFFAKER, President and Manager 
Inter-State Life and Accident Co. 
Chattanooga, Tenn. 
| Secretary-Treasurer 
C.J. GOODMAN, Secretary and Treasurer 
United Casualty and Surety Co. 
Memphis, Tenn. 








CONFERENCE RESOLUTION. 

Resolved, That the Southern Casualty 
and Surety Conference hereby pledges 
itself to support any measure or under- 
taking that will place the Health and 
Accident Insurance business upon the 
highest plane of efficiency and fair deal- 
ing with policyholders; and further 
pledge ourselves to support such recom- 
mendations of the National Insurance 
Commissioners Convention looking to 
the correction of abuses and improper 
practices which may exist in this line 
of business: However, we do not at this 
any of the specific recommendations 
time give our approval or objection to 
made by the National Insurance Com- 
missioners Convention, at their Mil- 
waukee meeting, but deem it advisable 
at this time to appoint a committee to 
be composed of three (3) members of 
-this Conference to take such action as 
they deem most effective, by taking up 
with the S:ecial Committee of the Na- 
tional Convention of Insurance Commis- 
sioners, and if necessary attending the 
December meeting of the Insurance 
Commissioners Committee for the pur- 
pose of bringing about such uniform 
legislation as will fully protect the in- 
suring public, and at the same time will 
not place burdens and unnecessary re- 
strictions upon the insurance companies. 

Be it further resolved, That this Com- 
mittee be composed of the president of 
this Conference and two (2) other mem- 
bers to be appointed by him. 

Memphis, Tenn., Oct..13 (Special)— 
In the meeting room of the Business 
Men’s Club of Memphis, overlooking the 
Mississippi River, the Southern Casual- 
ty and Surety Conference held its sec- 
ond annual meeting yesterday and to- 
day, and sounded a keynote for casual- 
ty insurance that promises to be heard 
all over the Southland. Executive heads 
and managers of the twenty-one casu- 
alty, surety and health and accident in- 
surance ~*companies of the South, who 
are members of the body, together with 
numerous visitors, made up the body 
of the Conference. 

Conference’s Broad Purpose. 

The purpose of the Conference is to 
build up along conservative lines the 
business of Southern casualty and sure- 
ty companies, by eradicating antagon- 
ism and substituting practical co-opera- 


tion. The charter of the Conference is 
broad gauged in every particular, ex- 


tending the hand of fellowship to all 
companies transacting this line of busi- 
ness, inviting them to participate in the 
general uplift of casualty insurance not 
only in the South, but in all sections 


of the country. It is their desire that 
these sectional lines, if any exist, be 
abolished, and all join hands in further- 
ing the good of a common cause. 

One of the most important questions 
brought before the Conference con- 
cerned the elimination of the shyster 
and undesirable agent, the establishing 
of a bureau which will keep the com- 
panies posted as to agents with bad 
records. Another subject considered 
was that of a bureau or report system 
giving information concerning prospec- 
tive policyholders. It is their purpose 
to have on hand such data, furnished 
by each comany to the bureau, at the 
time application is presented, which 
will prevent the company applied to 
from issuing policy to any applicant 
who might have been a policyholder in 
another company, and on which policy 
an experience not at all favorable was 
had by that company. It would also 
prevent the shifting of policies from 
one company to another, which is prac- 
ticed by unscrpulous agents. 

Memphis Welcomes Visitors. 


W. P. Armstrong, general counsel of} 
the United Casualty & Surety Co., of} 
Memphis, welcomed the delegates and | 


guests to the city and T. J. Tyne, gen- 
eral counsel of the National Life and 
Accident Insurance Co., of Nashville, 
responded for “the other cities,” and 
H. D. Huffaker, president of the Inter- 
State Life and Accident Insurance Co., 
expressed the appreciation of the As- 
sociation for the hospitality for which 
Memphis is famous. To prove that the 
gathering was not confining its work to 
the Southland, Chauncey S. S. Miller, as- 
sistant to the president of the Conti- 
nental Casualty Co., of Chicago, brought 
a message from the North, which was 
characteristically felicitous. 
President Johnson’s Address. 

M. D. Johnsen, president of the Con- 
ference, in his annual address, painted a 
glowing picture of Southern casualty 
and surety insurance and said that not 
only was the past year an eminently 
satisfactory one for the companies, but 
the future indicated increasing growth 


for association membership and the 
business generally. The president's re- 
commendations and further extracts 


of his address appear in another column. 

During the second year of its work, 
the Conference more than doubled its 
membership, as shown by the report of 
Secretary C. J. Goodman. Its activities 
wiped out all dividing lines ‘between 
the North and South and in calling at- 
tention to this fact, Mr. Goodman said 
in his report which is quoted fully else- 
where, that the Conference had lived up 
to its avowed purpose when organized. 

The Conference accomplished a great 
deal of excellent work during its ‘ses- 
sions in furthering the best interests of 
all branches of the business. The presi- 
dent’s and the secretary’s recommenda- 
tions were fully discussed and mostly 
acted on favorably immediately. 

The Executive Committee, of which 
Mr. Armstrong is chairman, recommend- 
ed the formation of an information bu- 
reau as advocated by the president in 
his address and the recommendation 
of Secretary Goodman that the Confer- 
ence be divided into committees repre- 
senting the different branches of the 
business, was commended and acted on 
favorably by the Conference. 

Want Uniform Policies. 

On the subject of uniform policies, a 
committee headed by A. H. Kohn, of 
Columbia, S. C., reported on the presi- 
dent’s recommendation, a’s follows: 

“We recommend that a committee of 
six members be appointed, three rep- 
resenting the industrial or weekly pay- 
ment class of business and three repre- 
senting the other classes of this con- 
ference, and the matter of uniform pol- 
icy for each, be submitted to this com- 
mittee, it be empowered to take up the 
matter of uniform policies direct with 
all companies interested, and endeavor 
to secure agreements with such com- 
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panies for uniform policies or provisions 
without delay. 

“We recommend that this committee 
of six shall appoint two sub-commit- 
tees of three each, one for the industrial 
class and one for the other 
The action of these swh-committees 
however, shall be subject to the ap- 
proval of the committee of six. There 
are many provisions which in our judg- 
ment should be common to all policies, 
but we particularly recommend and urze 
the provision in the weekly or indus- 
trial health and accident policies, pro- 
rating the indemnity in case of over, 
excessive, or other insurance.” 

Meet Next Year in Dallas. 

At its closing session, the Conference 
showed its confidence in its officers by 
re-electing them, excepting that the 
office of treasurer was combined with 
that of secreatry, Mr. Goodman doing 
double duty for the next year. Some 
changes were made in the by-laws and 
the dues were raised to $25 after June, 
1912. 

The Conference received numerous 
telegrams from cities and civic organi- 
zations inviting it to hold the next 
meeting in as many places, and after 
considering all, it was decided to name 
Dallas, Texas, the date to be selected 
later. 

Among the many interesting speakers 
were C. E. Clark, on “Co-operation,” 
which was discussed at length by J. 
C. Cloud, general manager of the Great 
Southern Accident and Fidelity Co., of 
Atlanta; Homer R. Mitchell, of Dallas, 
on “‘Boomerangs in Our Business”; A. 
H. Kohn, of Columbia, S. C., on 
“Sanitation”; and John R. Kellar, on 
“Publicity.” 


classes. 





COMMISSIONERS MEET. 





State Officials Discuss Industrial Acci- 
dent Insurance Problems With 
Underwriters. 

Matters affecting the future conduct 
of the industrial accident insurance 
business were considered by a special 
committee of the National Convention 
of Insurance Commissioners in conjunc- 
tion with a number of company officials 
at a special meeting held in New York 

city on Monday and Tuesday. 





ADDING TO ITS STAFF. 
Globe Indemnity Secures Dr. W. L. 
Gahagan as Head of Its Accident 
and Health Branch. 





In line with his policy to ‘surround 
himself with recognized specialists in 
the various branches of underwriting 
that the Globe Indemnity, of New York 
city, will engage in, A. Duncan Reid, 


general manager of the Company, has 
appointed Dr. W. L. Gahagan as ‘super- 
intendent of the personal accident and 
health insurance branch, effective on 
November 1, 

Dr. Gahagan been a prominent 
figure in casualty circles for some years 
and has been recognized as an under- 
writer of unusual capacity. Prior to his 
association with the U. S. Casualty 
Company in 1897, he had an extensive 
medical practice in Chattanooga, Tenn., 
representing at the same time a num- 
ber of insurance companies as local sur- 
geon and adjuster. 

Since 1906 following 
of Leslie York, Dr. 


has 


the resignation 


Gahazgan has been 


in charge of the personal accident 
branch of the United States Casualty 
and largely, extended the business __ of 
that Company. His retirement from its 


service, following closely as it does that 
of F. H. Kingsbury, who also went with 
the Globe Indemnity, will be a severe 
blow to President Lott. 





WRITING IN NEW YORK. 





New England Casualty Company Accept- 
ing Business Here Through Arm- 
strong Agency. 





Through its thoroughly equipped rep- 


resentative here, the Armstrong Agen- 
cy, Inc., the New England Casualty 
Company, of Boston, is now writing 


the following lines of business in the 
metropolis: Fidelity and surety bonds, 
personal accident and health, burglary, 


theft and larceny, and liability insur- 
ance, together with physicians and 
druggists’ defense. 

The Armstrong office is directed by 


men of wide acquaintance and popular- 
ity in local insurance circles and it is a 
safe prediction that a fine line of busi- 
ness will be secured by it 
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SOUTH IN ITS INFAN GY 


PRES. JOHNSON MAKES FORECASTS 








“No Reason Why Casualty Business 
Should Not Equal Northern 
mchievements.” 





Memphis, Tenn., October 13.—(Spe- 
cial)—President M. D. Johnson, who in 
the business is president of the Penin- 
sular Casualty Company, of Jacksonville, 
Fla., touched the Southern casualty 
men on their “enthusiastic nerve” when 
he made his glowing predictions for 
the future of the business down here. 
He started right out with the good 
news: 

“In looking over the records,” he said, 
“I find that the companies composing 
this Conference have prospered in the 
last year, and business seems to ‘be 
going ahead in a very satisfactory man- 
ner and I am glad to report from all 
indications, we will have a very healthy 
increase in the membership of our Con- 
ference. I see no reason why, with con- 
servative management, the companies of 
the South and West should not continue 
to prosper and grow as compared to 
the companies of the North and East. 

Growth of the South. 

As our companies in the South and 
West are young in the business and 
the people in this part of the country 
have not been educated to patronizing 
Southern companies, we cannot expect 
to realize the desired results in a short 
time, but as I have said before, if we 
will conduct our institutions along pro- 
per conservative lines, there is no reason 
why the Southern and Western com- 
panies should not get their share of the 
business. The South is growing at a 
very rapid rate, and all financial institu- 
tions are growing in proportion. 

I believe through the co-operation of 
this Association, we can do a great deal 
toward helping the development of the 
younger companies. I have had the 
honor to be a member of the American 
Life Convention composed principally 


of the Southern and Western Life In- 
surance companies, and I know that 
through this Association the companies 
have prospered. I know of several 
propositions which came up _ several 


way of legislation, and 
had been effected, 


ago in the 
if certain legislation 


years 


in my opinion there would have been 
very few young life companies in the 
field to-day, but through the influence 
and prestige of that organization and 
the fact of all the companies being 
handed together, their interests were 


and I believe the same thing 
hed by this Association. 


protected, 
can be accomplis 
Business in its Infancy. 

Practically every business in the coun- 
try of any magnitude works along the 
line of co-operation, and this Associa- 
through its influence, can be nade 
within itself and a way of 
Southern and Western com- 
believe the health, accident 
and the casualty business in the Souta 
and West is practically in its infancy 
n the way of development, especially 
when you compare the figures of “he 
business done by the life insurance 
companies in the past few years. From 
the figures I have compiled you will see 
loss 


tion 
a power 
helping our 
panies. I 


that there is no reason, from a 

ratio standpoint, why the Southern and 
Western companies should not thrive 
and do as well as the Northern and 


Eastern companies. 
Advocates Agency Bureau. 


I have a few recommendations to 
make for your consideration. 

AGENCY BUREAT rentle- 
men we all know from our past 


experience that there are a good many 
unserupulous and dishonest agents in 
the field which have made a business of 
floating from one company to another 
writing an inferior class of ‘business, 
and if possible getting away premiums 
belonging to the companies, thereby 
damaging the company itself and the 
and I would recommend that 
Convention, after due considera- 
think it advisable to establish in a 


business, 
if the 
tion, 


‘companies operating in 


small way, I say small way as the Con- 
vention is practically in its infancy, 
and that the members would not be 
willing to spend very much money keep- 
ing up an agency bureau of any mag- 
nitude, but if it could be done and thus 
establish an agency bureau and con- 
tribute a very small amount from the 
dues to the secretary, or some other 
member of the Convention to keep the 
records and furnish same to each com- 
pany, the plan to be worked out by thse 
Executive Committee of the Convention. 


Gentlemen of the Convention, I be- 
lieve from my experience that through 
the. misrepresentation of unscrupulous 
agents, that the ‘business has been very 
much handicapped and has cost the 
companies considerable money, and I 
think that if the proper methods, 
through co-operation with this Associa- 
tion, can be put into effect, it will be 
a step in the right direction and go a 
long way toward elevating the agency 
forces of every company, and will cer- 


tainly check the “rounder” and the 
‘twister.” 

UNIFORM POLICIES: This 
is a matter that possibly at this 


time we are not in a position or pre- 
pared to consider, but I think it well, 
as a passing thought, for all the mem- 
bers of this Conference to keep before 
them, and at some future time consider 
a proposition of having as near as pos- 
sible, a uniform policy, as in my opinion 
a uniform policy would go a long way 
toward eliminating the temptation of 
misrepresentations and create a better 
feeling toward the agents of different 
the same lo- 
cality. 

I desire to express the great personal 
pleasure afforded me ‘by having such a 
nice attendance at this meeting. I hope 
and believe the meeting will be one of 
great advantage to all the members pre- 
sent, and I hope when we leave here, we 
will leave with the feeling that it has 
been good for our companies and for 
us individually to have been in attend- 
ance at this Conference. 





SMALL COMPANIES QUIT. 





Twelve Casualty Concerns of Wash- 
ington, D. C., Unable to Raise 
$25,000 Capital Each 





Unable to conform to the new law 
ot the District of Columbia, which be- 
coming operative November first, re- 


quires that all companies formed there 
must have 
capital, 


to write casualty insurance, 
at least $25,000 of paid up 
twelve concerns, according to Superin- 


tendent of Insurance Ingham, have 
decided to quit business, reinsuring 
their risks in larger companies. While 


the superintendent refuses to name the 
weaklings, he states that they were 
accident writing concerns and secured 
an average premium income of $10,000 
a year each. 


MERGER NOW EFFECTIVE. 


(Continued from page 16.) 
Board of Casualty and Surety Under- 
writers of which I had the honor to 
be president. I congratulate you. 1 
believe you have done a wise thing and 
that with the more powerful body we 
now have to represent the various 
branches of the insurance business with 
which we are identified there is no 
limit to the good we can do. 

“I wish just at this point to thank 
the Board of Casualty and Surety Un- 
derwriters for the confidence and honor 
shown me by their action in electing 
me to the office of president and I do 
not think I can better express my ap- 
preciation of them than to say to you, 
members of the new organization, that 
you cannot fail to achieve the highest 
ideals and will secure for yourselves 
the greatest commendation and support 








of all those whose good wiil and help 
is needed in the great work we have 
before us, if you conduct the affairs 
of the International Association of 
Casualty and Surety Underwriters in 
the same unselfish manner and with 
the same singleness of purpose that 
characterized the Board. 

“This is neither the time nor the 
place for me to attempt to outline your 
work nor suggest ways and means. I 
am retiring, your destinies are now in 
hands far more able than mine and 
from them you will get all the inspira- 
tion needed to go on and on in the bet- 
terment of the Casualty business. 

“Last year Mr. Robert Lynn Cox in 


an address to the Board said to us: 
‘There is no longer a question as to 
whether an association conducted on a 
high plane discarding selfish interests 
and disregarding personal ambition can 
establish a place of usefulness for itself 
in the Insurance field. If any question 
remains it is merely a question of 
whether insurance companies in suffi- 
cient number have yet reached a point 
where they are willing to put aside 
that which must be eleminated in order 
to maintain such an organization.’ 

“Gentlemen, I feel that you have 
answered that question and I hope and 
predict for you only the greatest 
measure of success.” 
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FOR A GREATER CONFERENCE 


WANT NATIONAL CO-OPERATION. 








Secretary Goodman Would Obliterate 





Sectional Lines and Invite All 
Companies. 
Memphis, Tenn., October 13.—(Spe- 


cial)—Secretary C. J. Goodman advo- 
cated in his report a greater Confer- 
ence in the future, and said that there 
Was no reason why all of the casualty 
companies should not participate in the 
Southern Conference. Southern casu- 
alty insurance he said had suffered ibe- 
cause the early efforts had not been 
all that they should be, but the busi- 
ness had since cleansed itself and now 
was regarded with confidence by the 
companies of the North and East. He 
said: - 

“T have addressed letters and invita- 
tions to every Southern company, whose 
name I could obtain and feel sure that, 
when the ‘spirit of the Conference is bet- 
ter known, we will have no trouble in 
securing, aS members, every company 
south of the Mason and Dixon line. In 
addition to this, there seems to be an 
inclination on the part of Northern and 
Eastern companies to co-operate with 
us. By Northern and Eastern compan- 
ies, I mean to include, not only the 
Gempanies whose home omce is in the 
Dnited States, but foreign companies, 
who have offices in the Northern and 
Eastern parts of the United States; 
and, if we should see fit to invite them 
to become members, there is no doubt 
that every one of them will come in. 

Purpose of the Conference. 

“With the possibilities ahead of com- 
panies, writing casualty and surety busi- 
ness in the Southern States, there is no 
reason why the Southern Casualty & 
Surety Conference should not become 
the Conference. I think we should all 
keep before us the purpose of the Con- 
ference, which is as follows: ‘The Cul- 
tivation of Friendship, the Promotion of 
Harmony and the Betterment of Condi- 
tions Generally Affecting Insurance Un- 
derwriting in Southern States.’ 

“This article, in our constitution, is so 
very broad, that we could not do other 
than co-operate with every company 
writing casualty and surety business in 
Southern States. The majority of South- 
ern companies claim that Northern and 
Eastern companies will not favor them 
with reinsurance, nor will they accept 
reinsurance from them. This is not un- 
reasonable, inasmuch as a careful sur- 
vey of the past will reveal the fact that 
few companies, organized in the Souta, 
have ‘been organized or operated on a 
legitimate basis and, for this reason, 
Northern and Eastern have been justly 
afraid of Southern companies. 

“If we can obtain their co-operation, 
through our Conference, they will, by 
being thus brought in contact with the 
managers and officers of Southern com- 
panies, see that conditions have changed 
and that the very best men from the 
North and East are, in a number of 
cases, managing Southern companies— 
men, who have helped to make a suc- 
cess of Northern and Eastern compan- 
ies; therefore, they can and will make 
a success of Southern companies. 

No Line Between North and South. 

“There should be no dividing line be- 
tween the South, the West, the East 
and the North, when it comes to under- 
writing, in that adverse legislation, 
taxation and criticism affect one and 
all. So, let us get tozgether, not only 
among ourselves, but together as in- 
surance companies of the United States, 
and bring about a spirit of co-operation 
that will rebound to the benefit of all, 
thus carrying out the spirit of our Con- 
ference. 

“Before closing my report, I wish to 
suggest, in view of the fact that we have 
three distinct classes of insurance repre- 
sented, that we appoint committees for 
the different classes, to look after the 
distinctive features of these classes: 
Namely, a surety, a casualty and a week- 
ly and monthly payment health and ac- 





cident committee. In this way, our Con- 
ference will not be confronted with the 
conflicting ideas of these classes—each 
class will be handled by its own com- 
mittee, thus making the Conference, as 
a whole, a benefit to all classes of in- 
surance. 

“The members of the Conference, who 
represent strictly surety business, will 
say that they do not care a continental 
for those conditions relating to the 
weekly and monthly payment—or to the 
casualty business; likewise, the other 
two classes. By. this arrangement, all 
friction will be eliminated and co-opera- 
tion will be assured to every repre- 
sentative.” 





A general contractor in 
a New Jersey town 
bustled into the office 
of a local agent the 
other day and said, 
“How long will it take you to get me 
a bond covering a $50,000 job?” 

“Well,” said the agent, “just long 
enough to send the application and the 
necessary data to the home office and 
the return. Oh, I should say three 
days.” 

“Great Scott! Can’t you do better than 
that? I’ve got to have my bid in by 
noon to-morrow. Couldn’t you wire the 
bonding company and get authority? 
You known I’m good for it.” 

“Sure, you’re good for it, but those 
bonding companies always want a lot 
of information that you couldn’t handle 
by telegraph, financial condition, you 
know, and such stuff. Can’t be done 
inside of three days.” 

“Well, this is a funny business you’re 
in. If you are the representative of a 
bonding company, why in thunder can’t 
you issue the bonds? Don’t they trust 
you? Isn’t your judgment of your own 
townspeople worth anything?” 

The contractor was disgusted, with 
more or less justifiable grounds. The 
next morning he took the train to New- 
ark and was back with the bond in his 
pocket in time to place his bid. His 
opinion of the local agent couldn’t be | 
put into words. 

Now, both of these men were right | 
to a certain extent; the local agent | 
simply wasn’t “onto his job.” He 
should have known that a big county | 
hospital was to be built and that bids | 
had been asked for. He should have 
seen all of his local contractors in that | 
line and asked them if they intend to | 
bid on the work. Those that were 
should have been asked to give him the 
bond and the necessary information se- | 
cured days before it was needed. The 
bond could then have been issued and 
waiting on the contractor. 

There is still a better way than that. 
A live agent should select those busi- 
ness men in town who are likely to re 
quire during the course of the year sure 
ty bonds, and place his statement be- 
fore the company, getting its authoriza- 
tion for the amounts and kinds of bonds 
it will issue to him based on that finan- 
cial showing and under similar condi- | 
tions, and when such an emergency oc- 
curs, the agent is prepared to issue the 
necessary bonds instantly. 


Losing Lines 
Through 
Carelessness. 





President Jacoby reports the affairs 
of the Prudential Casualty Company of 
Indianapolis in a most satisfactory 
shape. 

Admission has been received to do 
business in practically all of the lead- 
ing States, and agency connections 
have been made which will guarantee 
to the Company an increasing, profit- 
able business. 





AGENCY MAN WANTED. 
Experienced Field Man Capable of 
Securing a Producing Staff of Accident 
Insurance Agents in Texas Can Make 
Good Connection With Advertiser. Ad- 
dress, A. B., Care Eastern Underwriter, 
New York City. 





BONDING MAN WANTED. 
New Company Seeks the Services of 
Capable Young Underwriter Experienc- 
ed in Fidelity and Surety Lines. Bonds, 
Care Eastern Underwriter, New York 
City. 
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INSURANCECONDITIONS ABROAD 


AS VIEWED BY CHICAGO ACTUARY. 








Italian Law Places Burden of Cost of 
Accidents to Workmen on the 
Consumer. 





The Record Herald of Chicago gives 
an account of a visit of H. S. Vail, a 
Chicago actuary, to Europe for the 
purpose of investigating the industrial 
accident, sickness and old age pension 
systems of the leading countries. He 
has been looking into the subject for 
the International Harvester Company 
and other large corporations maintain- 
ing or considering pension systems, 
and which wish to know how the prob- 
able extension of workmen’s compen- 
sation laws in this country would affect 
them. 

Mr. Vail was given a letter to the 
various governments by Mayor Harrison 
of Chicago, and in recognition of this 
has made a report of his findings to 
the mayor. The subject is of rapidly 
growing interest in this country, as ten 
States have already passed laws dealing 
with industrial insurance, and as many 
more have had bills presented to taeir 
legislatures which will probably be acted 
upon at the next sessions. 

Studied Italy First, 

Mr. Vail reports upon the various 
countries in the order in which he 
visited them, taking «up Italy first. 
The Italian law on industrial accident 
insurance is based upon the general 
principle that the consumer should pay 
for the cost of production as affected 


by accidents to the workmen. The 
cost is first to be borne by the con- 
tractor or manufacturer and _ then 
charged against the consumer in the 
price of the manufactured article. The 


Italian law might properly be termed 
a law to prevent accidents rather than 
compensation for accidents, as every 





safeguard is taken to prevent casualties. 

The employers have asked for cer- 
tain changes, however, as the compen- 
sation act, which was avowedly drawn 
in the interest of the workingmen, 
contains provisions which are held to 
foster carelessness on the part of the 
workers. Compensation in cage of 
death is based on a sum equal to five 
annuities of the annual wages. In case 
of absolute disability the compensation 


is based upon six annuities of the 
wages, with a minimum equivalent to 
$579. For temporary or permanent 


partial disability the indemnity is com- 
puted in proportion to the degree of 
partial disability as compared with ab- 
solute disability. The government does 
not contribute to the payment of any 
part of the premium for accident in- 
surance except to regulate the cost to 

reasonable amount and to make it 
compulsory and uniform to all in pro- 
portion to the risk covered. 

Old Age Fund Provided. 

The Italian Government: has alse 
provided what is called the national 
provident fund, providing pensions for 
old age and disability, in which every 
workman can enroll by the payment of 
@ stipulated amount, according to age, 


occupation and date of retirement. The 
amount paid is less than the actual 
value of the pensions, the deficiency 
being made up by the government. In 
case of the death of the pensioner the 
widow receives one-third of this amount 


for life and the children until the age 
of 21. Mr. Vail says: 
“The general effect of al] this careful, 


wise and moderate legislation for the 
workingmen in all industries is to stim- 
ulate self help and economy, moderation 
of habits, a paternal care of the family, 
and, above all, a marked loyalty to 
and a hearty support of the govern- 


ment, also faithfulness of the employe 
srvice to the employer, whether he 
the manufacturer, the contractor, the 
municipal or the general government.” 











ORGANIZED, 1890 ASSETS 


Phone: John 2432 


titi “F, & D2” GUARANTEE iii 


Ww Ww \ Fidelity and Surety, Accident and Health, 
Lt: RITE | Burglary, Plate Glass, Liability, Auto’ 


HOME OFFICE: BALTIMORE 

Fidelity and Deposit Co. QE MARYLAND 
EDWIN WARFIELD, President 

We Do Business Everywhere 

NEW YORK CASUALTY OFFICE, 84 William Street 


$6,904,365.36 





NEW YORK SURETY OFFICE, 2 Rector Street 
Phone: Rector 2000 








Home Office, 


PERSONA 
AND HEALTH 


GLAS 
LA 


DANIEL D, WHITNEY, Vice-Pres. 





THE 


METROPOLITAN 


INSURANCE CO. OF NEW YORK 


(Formerly The Metropolitan Plate Glass and Casualty Insurance Co, 
47 CEDAR STREET 
Chartered 1874 


s 
CCIDENT 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, 
8. WM. BURTON, Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED 


CASUALTY 


POLICIES 


President 
ALONZO G. BROOKS, Ass’t Bec 











LONDON GUARANTEE AND ACCIDENT CO., Ltd. 


OF LONDON, ENGLAND 


Head Office 
CHICAGO 


F. Ww. LAWSON 
Gen’l Manager 
Liability, Accident, 
as ith, Credit, Burglary 
H and Steam boiler 









F, J. Walters 
, Resident Manager 
55 John Street 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boster 


Resident Mars. 
-New England 
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Agents, Attention! 


You are sure to be a winner if you sell the best all-around 


insurance contracts for the policy holder issued by any company. 


For particulars and up-to-date propositions in Pennsylvania, 
Indiana and Illinois, address the Western Life Indemnity Com- 


pany, Masonic Temple, Chicago, Illinois. 


Over $100,000.00 deposited with the State of Illinois. Net 


surplus assets $154,522.23. 
General Geo. M. Moulton, President J. L. Mitchell, General Agency Manager 


LIBERAL RENEWALS DIRECT CONTRACTS 
Security Life Insurance Company of America 


W. O. JOHNSON, President 





Over $1,000,000 of surplus. Non-participating. 
Economic low rates — high values. Splendid 
policy provisions. Big opportunities for men with 
the work habit. Write 


S. W. GOSS, Assistant to President 
“THE ROOKERY,” CHICAGO 














LIFE AGENTS TAKE NOTICE 


The Volunteer State Life Policies 


ARE EASIEST TO SELL 


WHY? 


Future Not Mortgaged 

Policy-Holders’ Interest Our First Consideration 
Equal and Exact Justice to All 

Have Never Sold Board or Special Contracts 





“OLD HICKORY” 


The Volunteer State Life Insurance Company 


Home Office, CHATTANOOGA, TENN. 


Z. C. Patten, Pres. E. B. Craig, V. P. & Gen. Mer. Theo. F. King, 2d V. P. and Mer. of Agencies 


Assets, $2,500,000 Surplus, $815,000 


Health and Accident Policies with the name of the 
Philadelphia Life attached should make easy selling. The 
Company’s success in the life business is well known asa 
great achievement. 

September first is the date set for issuing the new line of 
Health and Accident Policies. 

Write us about representing the Company in your locality. 
Answer at once. 


PHILADELPHIA LIFE INSURANCE co. 
NORTH AMERICAN BUILDING PHILADELPHIA, PA. 











Majestic Life Assurance Company 


INCORPORATED 
HOME OFFICES 
INDIANAPOLIS, INDIANA 


$160,000 Deposited with Insurance Department 
Stock Salesmen and Life Insurance Men of Ability Desired 








JEFFERSON 


FIRE INSURANCE COMPANY 
OF PHILADELPHIA 


ALEXANDER WN. STEWART, President 
8. LAURENCE BODINE, Vice-President 
SAM’'L W. SCOTT, Secretary 


BUILD ON SAFE GROUND} 


Our New Agency Contract—framed in conference with 
our agents—will enable you to build with assurance 
for the future. We have openings for a few good men 
now. Correspondence confidential. ‘ , ‘ 


The Fidelity Mutual Life Insurance Company 


L. G. FOUSE, President PHILADELPHIA 














WANTED 


INSURANCE SALESMEN, THE MONEY-MAKING KIND 


Our policy contracts contain features unequalled by any other 
Company. They are real “sellers.” Openings of every kind 
in many fields. 

UNITED STATES ANNUITY AND LIFE INSURANCE CO. 

1307 McCORMICK BLDG., CHICAGO, ILL. 
WILLIAM T. SMITH, Secretary 











Scranton Life Insurance Co. 


JAMES S. McANULTY, President 


HAS GOOD TERRITORY TO OFFER LIVE 
AGENTS WHO CAN MAKE GOOD 





IIT. cc. ceanapnesiiunneesdtna’ eimai $808,557 OO 
SIND... wursscontedabadienaaetamaaraenian $383,875 00 
I 50: isadd ccnnnnagenbinad pouagiaee kage $300,000 00 
ee a ee $81,563 00 


Address WM. E. NAPIER, Secretary 
SCRANTON, PA. 








VALUABLE AND EFFECTIVE 
CANVASSING LITERATURE 


—FOR— 


LIFE INSURANCE AGENTS 
“REBATING YOIDS THE POLICY” 


‘* Rebater and Assured Liable to Fine and Imprisonment ’’ 
$2.00 per 100; $1.25 per 50 


“A BANKING PROPOSITION or TWO METHODS OF SAVING” 


Price $5.00 per 1,000; $3.00 per 5010 
(With Imprint on Lots of 5,000 or over) 


“DO RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $2.00 per 100; $1.25 per 50 


“A STORY OF TWO PYRAMIDS” 


Illustrating the Difference Between the Legal Reserve and Assess- 
ment Plans of Life Insurance 
Price $1.50 per 100; $1.00 for 50 


“COUNTER PROPOSITIONS ” 


Insurance for Property and Life 
Price $5.00 per 1,000; $3.00 per 500 
(With Imprint on Lots of 5,000 or over) 





The above pamphlets are productions of articles appearing 
in past issues of THE EASTERN UNDERWRITER, or for which 
we are agents. 

Samples of any or all of the above sent upon receipt of 25c. 
postage. 

Address THE EASTERN UNDERWRITER CO. 
105 William St., New York City 




















